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Treasury Tax Proposal Is Offered ‘IAMAA&S Parley 
With Modifications And Alternative 


The Treasury Department at the end 
of last week sent to Congress its pro- 
posals for federal taxation of life in- 
surance companies. The plan modifies 
what was reportedly an original ver- 
sion calling for a tax on net gain after 
operations. ; 

Two of the suggestions of the joint 
committee on taxation of Life Insurers 
Conference, American Life Conven- 
tion and Life Insurance Assn. are in- 
corporated in the Treasury version and 
others are mentioned as possibilities. 
Also, an alternative plan is offered, 
indicating there is less steam up for 
the original “total income” approach 
than it was thought existed only a 
week ago. 

Text of the Treasury announcement, 
with minor deletions, follows: 


On the basis of our review and 
study, it seems evident that there are 
certain inadequacies in the present 
method of taxing life insurance com- 
panies. The present method does not 
recognize sources of net income other 
than investment income. Furthermore, 
it utilizes an averaging system, 
whereby the net taxable income of a 


life insurance company is measured 
by reference to an arbitrary or indus- 
try-wide standard of interest deduc- 
tions, not by the actual experience and 
requirements of the individual com- 
pany. 

Two Solutions Are Presented 


Two possible solutions are _ pre- 
sented. The method of taxation to 
which it is suggested the committee 
give first consideration would provide 
a long-range basis of taxation for life 
insurance companies, bringing their 
taxable income concept into closer 
conformity with that of other corpo- 
rate business. Such a concept should 
be designed to reflect, to the fullest 
extent practicable, the full net earn- 
ings of life insurance companies. It 


should at the same time provide com- 
prehensive deductions for all ex- 
penses, interest, and reserve re- 


quirements, and all amounts paid or 
made available to policyholders. 

We suggest that the starting point 
for measuring the net earnings should 
be the figure for “Net Gain From Op- 
erations After Dividends to Policy- 
holders” which appears in each com- 
pany’s annual statement to the insur- 
ance departments and which sum- 


marizes the operating results for the 
year. This figure is based on carefully 
developed life insurance accaunting 
practices which have general accept- 
ance in the industry. Adjustments, 
such as those for tax-exempt interest, 
federal income taxes paid, and de- 
preciation on the insurance business 
property account, would conform it 
with general rules for computing tax- 
able income. 

The resulting tax base would in- 
clude the margin of investment in- 
comes above amounts needed on policy 
reserves, gain from better than as- 
sumed mortality experience, and pro- 
fit arising from the difference between 
the expense “loading” portion of pre- 
miums and actual expenses. Deduc- 
tions would be allowed for all divi- 


dends paid to policyholders and 
amounts added to policy reserves. 
Under this suggested method, life 


insurance companies would be en- 
titled to net operating loss carryovers. 
To assure the best possible long-range 
measurement of life insurance com- 
pany earnings and to preclude taxing 
annual amounts which are not true net 
earnings because of uneven experi- 
ence, a longer loss carryback provi- 
(CONTINUED ON PAGE 12) 





Conciliatory Tone Of Treasury Letter 
Raises Hopes For Reasonable Tax Plan 


By ROBERT B. MITCHELL 


The conciliatory attitude displayed 
in Secretary Anderson’s letter sketch- 
ing the Treasury department’s ideas 
for taxing life companies has raised 
hopes in the business for an eventual 
plan that will not be too tough on the 
industry as a whole or too lopsided 
in its impact on the various categories 
of companies. 


Shows Concern For Policyholders 


The most difficult basic problem 
presented by the treasury total income 
approach is the heavy added taxes that 
would be paid by some, though not 
all, of the stock companies. The treas- 
ury letter shows a high degree of con- 
cern for the policyholders’ welfare. 
But since the Treasury would find it- 
self in the Congressional dog-house if 
its plan failed to boost the total income 
tax take from the life insurance in- 
dustry, it pretty much follows that the 
more lenient the Treasury formula is 
toward the policyholders the harder it 
will bear down on the stockholders as 
a class. 

Much can be and will be worked out 
at the technical level but it will be 
impossible to avoid political pulling 
and hauling. It will be a major matter 
for the life insurance industry, of 
course, but it seems unlikely to become 
one so far as the general public is con- 
cerned. 


Tone Is Pleasant Surprise 


Even though the total income ap- 
proach is inherently tough on some 


types of stock companies, the friendly 
and thoughtful tone of the Anderson 
letter was a pleasant surprise. There is 
little evidence of whip-cracking or a 
“let’s get tough” attitude. The Treas- 
ury has been the target of Congression- 





Stocks React Favorably 


The life insurance stock market re- 
action to the Treasury proposal for 
taxing life companies has been to re- 
cover some of the ground lost because 
of fears that an extremely tough plan 
would be forthcoming. Professional 
traders have been concerned about the 
tax for about 2% years and especially 
so since the first of the year. The Sen- 
ate Finance Committee’s refusal to go 
along with the Mills law for another 
year without hearings was looked upon 
as a bad sign. Just before the Treasury 
announcement, stocks dropped off to 
about their December lows. The an- 
nouncement did not cause a further 
drop, indicating it had been discounted 
more than amply, and then stocks 
started moving up. However, until the 
question is settled, the professional 
traders do not look for any big up- 
swing. They feel that life company 
stocks have probably gone as low as 
they are going to, but they are highly 
conscious of the range of possibilities 
in the tax outlook that could affect the 
prices of life stocks. 





al jabs about the lengthy delay in com- 

ing out with a permanent basis of tax- 

ation of life companies. It could well 
(CONTINUED ON PAGE 27) 


Investment ‘Leeway’ 
Bill Signed In N. Y. 


ALBANY—A life insurance invest- 
ment “leeway” bill—with a little less 
leeway than in the other 22 states that 
have adopted such a law—has been 
signed by Gov. Harriman. It permits 
companies to invest up to 2% of total 
assets in other than specifically author- 
ized investments. 

In most states having the leeway 
provision it runs from 5 to 8%, in con- 
trast to New York’s 2%, and in one 
state it is 25%. Moreover, the New 
York leeway provision may not be 
used to alter any other limitation 
established by the law. For example, 
the 5% limit on common stocks can’t 
be raised by using the leeway pro- 
vision. 

The basic aim of the New York 
provision is to make it possible for a 
life company to go into a new kind of 
investment pending action by the leg- 
islature to legalize it as a specific type 
of permitted investment. 





Echoes Response 
To Public Demand 


200 Attend Chicago Meeting; 
Study Methods Leading To 
Improved Public Relations 


A strong note of responsiveness to 
public needs and desires in health in- 
surance was sounded repeatedly by 
sales executives during the annual 
A&S meeting of LIAMA held this week 
at the Edgewater Beach hotel in Chi- 
cago. 

A record attendance in excess of 
200, with 90 companies represented, 
was reported by W. G. Alpaugh Jr., 
president of Inter-Ocean and outgoing 
chairman of LIAMA’s A&S commit- 
tee. Represented at the meeting, in 
addition to LIAMA companies selling 
both life and A&S, were A&S only 
companies, members of Health Insur- 
ance Assn. of America. 

E. S. Wescott, director A&S sales 
Bankers Life of Nebraska, was elected 
chairman of the committee, to hold 
office through the spring meeting next 
year. 

Elected to 3-year terms as commit- 
tee members were: 

G. Warren DeGelleke, director of 
A&S sales New York Life; John R. 
Carnochan, vice-president Union Mu- 
tual; Kenneth Mullins, vice-president 
Washington National, and H. Stanley 
Marmaduke, Atlantic Life. 

Among the specific suggestions ad- 
vanced by speakers and panelists for 
companies aiming at improved public 
relations were these: 

—Experiment with new coverages 
so that adequate health insurance 
may be extended to a larger propor- 
tion of the population. 

—Accelerate efforts toward ade- 
quate coverage for the over-age. 

—Develop a more liberal approach 
in interpretation of certain medical 
histories and impairments. 

—Design policies to pay for the dis- 
abilities that may result in actual 
hardship to families. 

—In agent training, emphasize in- 
come continuance instead of A&S 
package sales. 

—tTrain the agent to explain what 


(CONTINUED ON PAGE 21) 





Considerable interest was created by a panel discussion on public relations 
at the LIAMA A&S meeting in Chicago this week. Members of the panel, from 
left, are John W. Sayler, vice-president Business Men’s Assurance; William 
E. North, New York Life, Evanston; Robert W. Osler, Rough Notes Co.: 
Robert R. Neal, Health Insurance Assn., and James R. Williams Health Insur- 


ance Institute. 
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Life-Fire Affiliation Significant, 
Reasons For Eyeing Linkup Told 


The acquisition or development of life affiliates by fire and casualty com- 
panies has been one of the significant evolutions of the business in recent times, 
especially since it is still a possibility that the way will one day be cleared for 
the acquisition or development of fire and casualty affiliates by. life companies. 


In the accompanying article Howard J. Burridge, president of the National. 


Underwriter Co., tells why fire and casualty companies have shown a growing 


interest in having life affiliates. 


Partly as a result of this trend, and partly for other reasons, local agents 
and life agents have been discussing the practical aspects of full line merchan- 
dising, life, fire, and casualty, and more local agents are getting into life pro- 


duction. 
By. HOWARD J. BURRIDGE 


No one should underestimate the sig- 
nificance of the continuing purchase 
or organization of life insurance com- 
pany affiliates by fire and casualty 
companies. It has been progressing 
steadily during the last three years, 
which incidentally have been the most 
disastrous in modern history for the 
property insurance companies. As the 
tendency on the part of fire and casu- 
alty companies to organize or buy life 
company running mates continues, and 
it now seems certain that it will, the 
effect upon the marketing and mer- 
chandising of life insurance will be im- 
portant and far reaching. 

Within the last year Colonial Life 
was purchased by Federal; Peoples of 
Indiana by Home, and Western of 
Montana by St. Paul F.&M. Within the 
last three years these fire or casualty 
companies have organized life insur- 
ance running mates; American Surety 
(American Life); Allstate (Allstate 
Life); American States (American 
States Life); Commercial Standard 
(Commercial Standard Life); General 
of Seattle (General Life); North 
America (Life of North America); Se- 


curity (Security-Connecticut Life); 
American Casualty (Valley Forge 
Life). 


Of equal significance is the fact 
that Hartford Fire has kept alive the 
charter of Hartford Life, although it 
has no immediate intention of acti- 
vating the life company. An important 
exception to the general trend was ex- 
pressed recently by J. Victor Herd, 
president America Fore Loyalty group 
when he stated that his group has no 


intention of entering the life field. It 
will be seen that property insurance 
companies are more inclined to organ- 
ize their life company running mates 
than they are to purchase an existing 
life company. This is undoubtedly due 
to the high prices that are being asked 
for life company stocks. 

Actually, it is rather late in the day 
for an increasing number of property 
companies to decide to become truly 
multiple line by including the personal 
coverages (life and A&S) in the agency 
package being offered to local agents. 
Long ago Aetna Life and Travelers 
in the east, and Continental Casualty 
in the west have demonstrated the re- 
markable growth possibilities of such 
a setup. These three organizations are 
equally well known in both the prop- 
erty and life fields. They have reaped 
traceable and demonstrable advanta- 
ges through being completely multiple 
line in their operations. Their growth 
has been both rapid and profitable by 
reason of being able to offer every 
underwriting facility and coverage 
“under one roof.” 


Money Is Attraction 


What is causing this movement into 
the life field by the property compa- 
nies? What is it that attracts them? 
Undoubtedly one important influence 
has been the unusual and heavy loss 
experience the property companies 
have sustained during the last three 
years. They have lost millions and mil- 
lions of dollars on underwriting in 
that period. Their automobile experi- 
ence has been particularly disastrous, 
although the loss ratio on even good 





lines of business has been unprofitable. 
There has been a marked increase in 
the frequency and severity of losses, 
and in claim consciousness on the part 
of insured. For example, inflation has 
increased the average bodily injury 
claim 82% in the last 10 years. Claim 
costs have increased phenomenally, 
due to the rising value of materials 
and services. 

By contrast, life companies have 
been having the greatest prosperity 
in their history. They have been writ- 
ing more business, and making more 
money for stockholders than at any 
other time in the past. Property com- 
pany officials feel that there are no 
such underwriting problems in life 
insurance as have been plaguing and 
almost overwhelming the property 
companies. With life insurance it is 
felt that the whole underwriting pro- 
cedure is exceedingly simple by com- 
parison. 


Businesses Differ 


To illustrate, a fire insurance risk 
that is submitted must be examined 
minutely and in great detail. First, 
the construction of the risk must be 
considered. Is it located advantageous- 
ly so far as adjoining hazards are con- 
cerned? The nature of the business 

(CONTINUED ON PAGE 25) 


2 Life Companies Out Of 
Million-Dollar Libel Suit 


National Life & Accident and Life 
& Casualty have won a directed verdict 
of dismissal in the million-dollar libel 
suit brought against the Nashville TV 
stations that the companies own. The 
plaintiff, Edward O. Lamb, former 
Erie, Pa., newspaper publisher, and 
radio chain executive, had tried to 
make the companies defendants along 
with the TV stations and former Rep. 
Pat Sutton of Tennessee. Mr. Sutton 
made the aliegedly libelous statements 
in the 1954 political campaign in which 
he accused Mr. Lamb of being a 
“known Communist,” though he denies 
having said he belonged to the Com- 
munist party. 





Figures From Life Companies’ Year-End Statements Shown 



















Total 
Assets 
$ 

Boston Mutua! Life ................... 60,268,031 
Canada Life 592,216,206 
Crown Life 253,626,839 
Equitable Life, Canada ................. 33,967,579 
Excelsior Life ies 94,581,992 
General American Life 245,523,894 
Golden State Mutual Life 13,711,586 
Government Employees Life .... 7,438,547 
RN Rf ccaitiaictecralles cases tnsthinencsihbanies 160,012,076 
Industrial Life, Canada . 56,894,502 
Midland National Life . 21,967,667 


Mutual Benefit Life ..... 
Mutual Life of New Yo 


1,726,490,267 
2,573,792,510 








National Old Line, Ark. . 26,715,656 
North American Life & C 29,723,251 
North American Reassur. ... 52,288,745 
Northwestern Mutual Life ......... 3,727,461,412 
Occidental Life, N : ; 35,060,739 
*Pacific National Life, Cal. 30,462,517 
Paul Revere Life ................. 139,355,401 
Penn Mutual Life . .-» 1,675,959,269 
a eee 35,928,647 
Protective Life, Ala. ...........000 83,741,668 
i ee a 13,919,133,014 
La Sauvegarde, Canada .............. 40,522,852 
Security Mutual Life, N.Y. .... 108,030,225 
a 3,748,141 
Union Life, Ark. 14,075,416 
United of Chicago 90,096,637 
i. i, i. re 24,985,118 


New business figures include the following amounts of revivals and increases: 


°$3,544,389, °$26,534,498. 








Increase Surplus to New Ins. in Increase Prem. Benefits 
in Policy Bus, Force Dec. in Ins. Income Paid 
— ee 1957 31, 1957 in Force 1957 . w 
$ $ $ $ 

3,259,107 4,291,424 49,168,186 234,079,005 33,466,786 10,582,234 2,465,333 
40,231,517 37,802,938  509,870,8331 2,877,073,749 339,926,847 69,488,827 42,577,281 
21,288,958 17,941,868 328,756,612 1,741,784,041 229,091,159 46,374,316 22,236,672 
1,574,870 1,410,395 20,017,503- 141,527,840 10,550,493 3,176,896 2,036,789 
6,901,025 6,915,618 63,002,312 458,696,499 34,013,317 11,940,093 5,724,268 
11,654,188 11,271,300 381,428,727 2,627,648,048 350,704,901 58,386,799 47,784,381 
977,792 1,898,809 25,955,829 112,284,951 6,470,478 5,576,777 1,580,312 
1,851,106 1,503,137 20,887,913 110,307,517 24,608,318 2,546,657 539,890 
13,595,048 12,744,769 213,510,253 1,093,310,454 87,103,280 33,950,421 12,492,220 
7,558,445 5,390,240 124,923,447 535,819,626 68,251,781 14,752,336 5,479,312 
1,579,699 3,522,180 50,417,285 183,833,634 33,563,400 813,492 966,912 
46,154,823 63,493,911 430,850,976 4,159,626,029 216,604,753 142,042,951 119,668,356 
52,883,203 220,374,616 826,793,063 6,240,292,528 496,881,290 184,565,727 165,309,176 
5,266,092 4,093,748 76,636,250 336,526,074 53,177,837 7,632,763 1,021,457 
3,504,815 3,221,463 179,581,465 727,341,466 124,042,371 13,976,802 5,492,428 
2,112,200 11,259,306 335,086,674 978,458,943 154,633,726 11,714,629 6,346,570 
150,684,992 242,140,304 748,353,471 8,895,476,123 493,229,734 308,191,290 239,627,243 
1,983,145 56,430,759 229,237,056 30,848,617 5,631,240 2,008,822 
2,315,915 67,420,831 307,894,232 72,453,051 5,949,205 2,308,244 
10,355,401 37,355,401 128,156,805 648,191,424 76,647,067 37,888,585 17,564,875 
48,670,032 97,430,709  643,037,7475 4,416,560,685 293,036,125 113,021,947 95,159,874 

1,644,252 3,515,000 22,245,695 148,332,018 4,191,845 3,522,633 1,807 ,04 
7,295,969 9,448,77 105,474,590 950,585,720 83,051,996 20,221, 12,870,954 
657,436,392 817,301,109 11,477,893,645 65,122,897,510 7,179,326,303  1,957,721,880  1,273,493,620 
2,786,776 916,192 26,534,498° 199,158,006 9,752,48 5,078,217 2,552,424 
5,942,696 7,042,837 41,247,596 481,527,327 —36,043,014 21,140,229 12,586,726 
1,275,323 2,630,368 2,543,375 149,186,397 38,379,015 2,822,952 618,614 
1,070,831 1,084,543 23,857,833 118,622,999 6,734,939 3,051,223 743,749 
23,811,869 12,272,344 302,725,425 645,036,970 127,523,713 65,107,666 19,969,644 
2,389,106 2,246,448 162,971,751 250,350,446 1,473,771 17,827,429 7,956,522 
1 $94,161,707 2 $1,642,698. °$47,494,192. 4 $23,882,534 


*Pacific National Life at Salt Lake City and Matson Assurance merged to form Pacific National Life at San Francisco on Nov. 26, 1957. 
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Events Listed For 
Annual Meeting Of 
HIAA May 12-14 


The annual meeting of Health Ip. 
surance Assn. of America May 12-14 a 
the Drake hotel, Chicago, will feature 
reports on HIAA activities, business. 
wide trends and developments, ang 
A&S relations with the public ang 
with other medical care groups. 

Opening the general session op 
Monday afternoon, May 12, will be an 
address by HIAA President J. Henry 
Smith, underwriting vice-president of 
Equitable Society, to be followed by a 
report by General Manager Robert R. 
Neal. An executive session, to include 
committee reports and the election of 
officers and members of the board, 
will complete the day’s events. 

A recently completed consumer at- 
titude survey prepared for Health In- 
surance Institute will be describeg 
the next day by Albert I. Hermalin, 
assistant director of statistics and re. 
search of Institute of Life Insurance, 
in a report titled, “Health Insurance 
—the Public’s View.” Mr. Hermalin, 
who served as chief adviser to the 
HII on this project, will relate some 
of the results of the survey, con- 
ducted to find out what opinions the 
general public has on health insur- 
ance, particularly with regard to in- 
surance companies. 

Completing the morning program 
will be a panel session and two ad- 
dresses dealing with advertising and 
state regulation. H. Clay Johnson, ex- 
ecutive vice-president and _§ general 
counsel of Royal-Globe, and chairman 
of the HIAA public relations commit- 
tee, will moderate the panel on “The 
Consumer Looks at Health Insurance.” 

“Strengthening Public Confidence 
Through Advertising,’ will be dis- 
cussed by James R. Williams, vice- 
president of Health Insurance Insti- 
tute, and Insurance Commissioner 
Arch E. Northington of Tennessee 
will speak on “Advantages of State 
Regulation.” 

Moderating a panel session Tuesday 
afternoon will be Armand Sommer, 
vice-president, accident and _health 
department, Continental Casualty. 
Subject of the panel is scheduled as, 
“Meeting the Problems Within the 
Business.” Preceding the panel will be 
a speech by W. Sheffield Owen, vice- 
president for business development of 
Life of Georgia. 

The last day of the annual meeting 
will be devoted to a panel session, and 
an address by a Texas banking ex- 
ecutive, to be followed by the associa- 
tion’s annual luncheon. 

“Teamwork for Better Health,” sub- 
ject of the panel discussion, will be 
moderated by President Smith, and 
will include as participants Morton D. 
Miller, 2nd vice-president Equitable 
Society; Dr. F. J. L. Blasingame, gen- 
eral manager, American Medical Assn.; 
Dr. Edwin L. Crosby, director of 
American Hospital Assn., and George 
W. Jacobson, executive president and 
secretary-treasurer, Group Health Mu- 
tual, Inc. ; 

Following the medical care session, 
will be an address by Ben H. Wooten, 
president of First National Bank of 
Dallas on “Current Economic Trends. 

Howard Pyle, deputy assistant to 
President Eisenhower, has been sched- 
uled to make the principal address at 
the trade group’s annual luncheon. 


—$—$—$—$—— 
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Persistency Needed 
In Finding Ways To 
Up A&S Persistency 


“We should be persistent and con- 
tinue persistently to find new ways to 


improve _ persistency,” Walter’ F. 
Schmitz, assistant vice-president, 
A&S sales, Occidental of California, 


told LIAMA’s A&S meeting in Chi- 
cago. 

Mr. Schmitz told of his company’s 
study to determine reasons for policy 
lapses. A form letter was sent 65 days 
after the policyholder lapsed his A&S 
policy and he was asked to say why 
he had allowed this to happen. The 
results of this survey were as follows: 

e More than 30% of the policy- 
holders replying said they had re- 
placed their individual A&S_ policy 
with group insurance. This was the 
largest single reason for lapsing an in- 
dividual A&S policy. 

e Fifteen percent indicated dissat- 
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isfaction with the coverage. In these 


instances a letter was sent to the 
agent suggesting that he call on this 
policyholder again. 

e Fifteen percent of the people said 
they wanted to reinstate their policy 
even though they had already had 
three warnings that it was to lapse. 
The agents are failing to contact their 
policyholders in an effort to get them 
to pay their premiums when due. 











24 employees. 


Hartford. 


*Minimum 15 in Florida. 








MEDICAL 
CATASTROPHE 


Now available with 
Group Special—insurance 


for the firm with 10* to 


Call our local office for full details. 
Connecticut General Life Insurance Company, 


CONNECTICUT GENERAL 
ic: Life * Accident * Health * Group 








Shown at the 
annual A&S meet- 
ing of LIAMA at 
Chicago are from 
the left: Arnold 
Berg, Indianapolis 
Life; Kenneth L. 
Hobbs, LIAMA 
consultant; Fred- 
eric M. Peirce, 
managing director 
of LIAMA; W.G. 
Alpaugh Jr., pres- 
ident of Inter- 
Ocean and _  out- 
going chairman of 
LIAMA’s A&S 
committee. 


e Thirteen and one-half percent 
gave financial reasons, unemploy- 
ment, for example. 

e Twelve percent of the replies 
indicated miscellaneous reasons— 
death, overinsurance, residence in for- 
eign countries, etc. 

e Five percent indicated that com- 
peting coverage, other than non-can, 
was purchased. 

e Four percent showed that the pol- 
icyholder had entered the armed 
forces. 

e Three percent stated that non- 
can was desired. This percentage 
seems rather small in light of all the 
publicity given to guaranteed renew- 
able policies today. 

e Two percent gave no reason. 


Seems To Affect Persistency 


Mr. Schmitz commented that the 
type of policy sold seems to have a 
great deal to do with its persistency. 
Twenty-four percent of the replies to 
the company’s survey were received 
from policyholders who had time loss 
or disability income types of coverage 
and 20% of these requested reinstate- 
ment upon receipt of the form letter. 
Seventy-six percent of the replies were 
from people who had hospital pol- 
icies. 

“This should prove that hospital 
business, generally speaking, has a 
poor persistency,” Mr. Schmitz said. He 
referred to the fact that more than 
30% of the repliers had said they had 
taken out group insurance and “we all 
know group A&S business as being 
primarily hospital and surgical pro- 
tection.” 


Is The Important Period 


Occidental’s survey showed that 
56% of the lapsed policies had been 
in force less than two years. Mr. 
Schmitz commented: ‘The early life of 
the policy is the important period that 
will determine whether or not you 
have a policyholder who is going to 
keep his policy indefinitely.” 

The speaker pointed to the danger 
of cutting down the agent’s renewal 
income to a point where he cannot 
afford to render service to his policy- 
holders but must constantly think of 
new sales to maintain his income. 
“How can we expect his business to 
have a_- good _ persistency?” Mr. 
Schmitz asked. 

“We found,” Mr. Schmitz said, “that 
many of our agents were surprised at 
the amount of income they were re- 
ceiving from their A&S .activity. Some 
of them have written to me that ‘if 
I’m receiving as much as this from 
the little time I’ve spent in the sale 
of A&S insurance, then this next year 
you’re going to find me writing a lot 
more to build it up into a substantial 
income.’.” 

Mr. Schmitz commented that he 


writes and personally signs letters to 
his agents. “Personal recognition to the 
agent in the field should never be un- 
derestimated,” he said. 
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Lobingier: 


Public Never Had 
It So Good, But 
A&S Can Improve 


When it comes to health insurance 
our public never had it so good, is the 
opinion of John L, 
Lobingier Jr., gj- 
rector of public 
relations Life Ip. 
surance Agency 
Managemen t 
Assn., who added 
that although 
they’ve never had 
it so good, “what 
about the abuses?” 

Speaking at 
LIAMA’s annual 
A&S meeting in 
Chicago, Mr. l[o- 
bingier said that “when we look at 
the formative years of an explosive, 
fast-growing business, what do we see? 
Abuses, almost always.” He compared 
voluntary health insurance right now 
to a teenager with growing pains, 
“Fortunately, our teenager is growing 
up and the pains seem to be disappear- 
ing. Disappearing but not all gone. Re- 
strictive legislation threatens at both 
state and federal levels. Charges against 
our business are still being voiced all 
too often—and all too violently—for ys 
not to pay them heed. 

“Who makes these charges? They're 
made by members of the public—our 
insureds, writers, lawmakers, labor 
unions—and even those in health care 
work.” 





J. L. Lobingier Jr. 


Listed Six Charges 


Mr. Lobingier then listed six of 
these charges, which, he said, merited 
special attention. 

Health insurance is now recognized 
as a necessity for almost everyone, 
yet not enough Americans are buying 
it voluntarily. Those who-do buy don’t 
buy enough of what they need. 

Always, there will be a small group 
of people we cannot insure because 
they can’t pay or because they are 
bad risks. They have to become gov- 
ernment’s concern. But when we look 
at 25% of population with no health 
insurance, we know many can be in- 
sured! 

Today in some companies, those re- 
sponsible for A&S are raising ques- 
tions like these: 

Can our company add new cover- 
ages to bring health insurance to more 
people? Do our agents offer health 
insurance to all life clients... or 
just when someone asks for it? Can 
Wwe encourage agents to seek custom- 
ers in less accessible areas? Can we 
make it easier for people to pay pre- 
miums? 


Can’t Get Coverage 


People over 65 have the greatest 
need for health insurance yet most of 
them can’t get it. 

For people who have _ already 
reached 65 without insurance, we're 
limited in what we can do and yet it’s 
encouraging to see some companies 
now offering some form of new Ccov- 
erage to people in their sixties—and 
older. For those not yet 65, however, 
we can do something . . . and some 
companies are hard at it . . . devis- 
ing plans to continue the coverage of 
present insureds past 65. 

Today in some companies, those re- 

(CONTINUED ON PAGE 27) 
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Estate Planner Calls 
A&S Vital As Life 
Coverage In Program 


Franklin C. Tyson, Connecticut Gen- 
eral, Evanston, Ill., told LIAMA’s an- 
nual A&S meeting in Chicago that he 
believes disability coverage an absolute 
necessity to give a client a complete 
program of personal insurance protec- 
— an estate planner, Mr. Ty- 
son said every estate analysis he does 
contains observations and recommen- 
dations on the prospect’s disability sit- 
uation. 

Citing the experience of one of his 
own clients who was severely injured 
shortly after turning down a proposal 
for disability protection, Mr. Tyson 
said: “The experience brought home to 
me the obligation I have to every 
client. It is not enough for me to or- 
ganize his estate correctly and sell 
him the extra life insurance he needs. 
It is also part of my job to help him 
face the fact of his exposure to dis- 
ability and provide the protection he 
needs in that area.” 

Mr. Tyson believes that it is not up 
to the agent to decide whether or not 
disability protection should be in- 
cluded in a client’s program. 

“How do I know whether he is go- 
ing to die or be disabled?” Mr. Tyson 
asked. “If I’m going to serve him 
conscientiously in handling his per- 
sonal insurance, I’ve got to put all the 
facts before him and let him make 
the decisions. It’s his life, not mine.” 


First “Disturb” Client 


Mr. Tyson has found that a _ suc- 
cessful presentation of needed dis- 
ability protection consists of these 
steps: The first involves “disturbing” 
the client about his present “expo- 
sure” to loss of income. Commenting, 
“You can’t sell them if you don’t dis- 
turb them,” Mr. Tyson makes it a 
point to disillusion the client concern- 
ing vague expectations of income in 
case he is disabled. 

As an example, Mr. Tyson quoted 
directly from one of his own presen- 
tations: “Even if your employer start- 
ed out paying you an income, there 
would be no assurance as to how long 
it would last. Nothing would be in 
writing. Your disability income under 
your present set-up would be almost 
entirely out of your control.” 

The second step entails making the 
client realize that, in many cases, the 
“living death” of disability causes a 
greater drain on the family’s economic 
resources than the actual death of the 
breadwinner. Not only would the reg- 


ular day-to-day expenses continue but . 


also there would be the additional 
costs of care, feeding and medical 
treatment of a sick man. 


Quote Figures On Disability 


In discussing the next necessary 
step for a successful presentation of 
disability insurance, Mr. Tyson said, 
“Fairly frequently a client will say, ‘I 
don’t think my chances of disability 
are very great. In fact they’re so small 
that I don’t think I ought to spend 
any money on insurance to cover 
them.’ ” The third step in the process 
Is” to surmount this objection by 
pointing out that the odds on becom- 
ing disabled are greater than the 
client realizes. Mr. Tyson does this by 
quoting figures from the National 
Safety Council and other authoritative 
sources, 

_ The fourth step, which is an end in 
itself, is the presentation of a recom- 
mendation that will solve the client’s 


LIFE INSURANCE EDITION 


disability problems. In closing, Mr. 
Tyson made the comment, “I believe 
that I should show my client a max- 
imum program. That is a program that 
will provide protection for as much of 
his income as is insurable.” 


Combs Calls For Meeting 


On Aé&S Misrepresentations 


LITTLE ROCK—Commissioner 
Combs will hold a conference April 22 
to discuss possible changes in A&S and 
hospitalization policies, and notices are 
being sent to all companies writing 
these lines in Arkansas requesting 
them to send representatives. The dis- 
cussion will center around types of pol- 
icies now being written, uniform claim 
forms, uniform physician’s reports and 
“any other related matters.” 

A group of physicians recently com- 
lained to Gov. Faubus of alleged mis- 
representation by some companies and 
agents, particularly hospitalization in- 
surance. The governor referred the 
matter to Mr. Combs. The commission- 
er said that if there were any misrep- 
resentations only a few companies or 
agents were responsible but that he 
would attempt a general tightening up 
of regulations under which A&S and 
hospitalization insurance is sold. 


List Talent For N.Y. 
CLU Estate Planners 
Sessions April 30 


Dan Harper’s Folly, a sad, what- 
might-have-been tale built around a 
movie entitled So Little for Eve, will 
be told April 30 at the annual estate 
planner’s day of the New York City 
CLU chapter at the Hotel New Yorker. 


The program, including a luncheon, 
will run from 10 to 4 and it is essential 
that persons attending arrive on time 
to understand the topic and to help 
put the “why” before the movie’s ti- 
tle So Little For Eve, David B. Flue- 
gelman, chairman, emphasized in an- 
nouncing the program. 


Show 26-Minute Film 


The 26-minute film that will open 
the day was prepared by the trust di- 
vision of the New York State Bankers 
Assn. and subscribers will receive an 
outline of it to form the basis for the 
problem-solving. 

“Our program,’ Mr. Fluegelman 
said, “will afford us a practical dem- 
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onstration of estate-planning tech- 
niques in a changing economy and it 
should interest not only life under- 
writers but also accountants, attor- 
neys and trust officers.” 

Several professions are to be repre- 
sented: Edwin M. Jones, counsel New 
York Life; Earl S. MacNeill, vice-pres- 
ident Irving Trust Co. of New York: 
Reuben R. Mandel, partner in the ac- 
counting firm of David Kestenbaum 
& Co., New York, and Roy Plaut, 
member of the law firm of Lipkowitz & 
Plaut, New York. Mr. Fluegelman, who 
will be moderator, is general agent in 
New York for Connecticut Mutual Life. 

Reservations should be made with 
Harold N. Sloane, 111 John street, New 
York 38, N. Y. Reservations are $7.50, 
or $6.50 for paid 1957-58 members. 
Tables for 10 may be reserved. 


Life Company Opens At Seattle 

General Security Life, a new Se- 
attle-based life company, began busi- 
ness April 9 and is licensed in Wash- 
ington state. Neil C. Clemens is presi- 
dent. Capital and surplus total $610,- 
000. 
























LNL’s NEW FAMILY 


The 


Lincoln National’s new Family 
Policy offers these advantages: 

1. Lower rates on larger policies 
are provided by LNL’s new 
4-Dimensional premiums. 

2. Premiums can be paid 
through LNL’s Automatic 
Bank Check plan. 

This latest addition to the Lincoln 

National man’s kit is another reason 
for our proud claim that LNL is geared 


to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


POLICY 


Fort Wayne, Indiana 
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Fitness Of Officers 
Suit Filed In Tex. 


AUSTIN—Validity of the Texas in- 
surance code section covering compe- 
tence and fitness of insurance company 
officers has been attacked on six 
points in a suit filed last week in 
Travis county in behalf of Varl B. 
Jordan and his wife. 

The suit followed the board’s action, 
April 2, in sustaining two orders is- 
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sued by Commissioner Harrison as 
the result of an examination of Great 
United Life, Dallas, which, the Jordans 
claimed, forced their resignations as 
officers. The suit attacks powers grant- 
ed in the new law and also alleges that 
the board has not published rules de- 
fining the standards. 


A. H. Otto, manager of New York 
Life for northwestern Wisconsin and 
upper Michigan, addressed the April 
meeting of Marinette (Wis.)-Menom- 
inee (Mich.) Assn. of Life Under- 
writers. 





REINSURANCE 


bench. 





A GOOD TOOL 


fits both the job and the 
workman’s hand — has 
balance, quality, durabili- 
ty. Example: An Employ- 
ers treaty, in daily use on 


the Underwriter’s work- 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK 
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CHICAGO 
175 W. Jackson 
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We are Proud to 


ANNOUNCE 


Our Entrance into the 


LIFE INSURANCE 


BUSINESS 


and our change of name to 





President E. A. McCord 








ILLINOIS MUTUAL LIFE AND 
CASUALTY COMPANY 





INVESTIGATE OUR: H 
Complete Line of Loss of Time, Hospital l 
and Major Medical Policies written on a 


INVESTIGATE OUR: 


INDIVIDUAL AND GROUP LIFE 
INSURANCE PLANS. Inquire about 
our Direct Contract or brokerage 
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‘*Dependable Insurance Since 1910’’ 
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HOME OFFICE 
411 Liberty 
Peoria, Illinois 








Calls Over-Ali A&S 
Commissions Too High 


“Our over-all commission percent- 
age pay-out is too high,” Kenneth 
Mullins, vice-president general agen- 
cy department Washington National, 
said before the annual A&S meeting of 
LIAMA in Chicago. 

“Most of us will have to radically 
reduce our over-all commission pay- 
out in the days ahead if we are to 
remain in the A&S business on the 
profitable side of the ledger and 
meet competition of other companies’ 
coverage and premium rates, and in 
addition obey the present and future 
edicts of the insurance departments in 
their drive to increase substantially 
the percentage of premium dollars to 
be returned to the policyowner.” 

Mr. Mullins asked: “Do your agents’ 
contracts provide for vested renewal 
commissions of some kind for A&S?” 
He suggested that “if an agent in your 
company is entitled to vested life com- 
missions he certainly is entitled to 
vested A&S renewal commissions.” 

“However,” he said, “we should re- 
member, generally speaking, that the 
total renewal commissions paid to 
active agents on A&S business includes 
the so-called service compensation. 
Therefore, the vested renewal percent- 
age paid on A&S should not be greatly 
in excess of that which you pay on 
life. In addition, the conditions for 
vesting A&S should be similar to those 
for life.” 

Mr. Mullins pointed out that field 
men are constantly telling their home 
offices that A&S business requires a 
lot of service and that the commission 
scale is too low. He said that managers 
are continually saying that other com- 
panies pay higher commissions than 
their own. 

“It is my observation,” he said, “that 
the average agent gives no more ser- 
vice to his A&S policyowners than he 
does to his life policyowners, with the 
exception that some agents desire to 
deliver claim payment drafts in the 
hope that they can write some addi- 
tional business as a result of the claim 
payment.” 

Turning to the subject of financing 
the new agent, Mr. Mullins observed 
that the problem probably is that of 
getting a life man to sell a good volume 
of A&S business. 

He also said that in his company the 
most successful agencies are run by 











Herbert J. Baum, junior and senior 
respectively, at the Birmingham mid- 
year meeting of National Assn. of Life 
Underwriters. Herbert Sr. is general 
agent for Protective Life at Birming- 
ham and was general chairman of the 
committee of the Birmingham associa- 
tion for the meeting: Herbert Jr. is a 
Birmingham lawyer and a CLU. 
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men who “have built their agencie, 
with full time men. Some of the longe, 
established agencies have a few pets 
around that fall in the part-time pro. 
ducer classification and some do accept 
brokerage cases that walk in.” 

Mr. Mullins outlined his company’, 
experience with full-time — genera 
agents and full-time agents. Washing. 
ton National is weeding out Part-time 
general agents and is also establishing 
scratch agencies. 

“We believe in financing agents ang 
it is our opinion that a successfyj 
agency cannot be built today withoy 
full-time agents, and full-time agent; 
cannot be secured except with fip. 
ancing,” the speaker said. “It is also 
our opinion that no general agent or 
manager has the cash to finance oy 
can stand the entire loss that will re. 
sult from financing agents; therefore, 
it is necessary for the company ty 
furnish the funds and stand part of 
the losses.” 


Many Methods Of Financing 


The speaker pointed out that “there 
are as many methods of financing 
full-time men as there are companies 
financing men. No two are alike. It is 
most important if you are financing 
full-time men that you have a general 
agent or manager who can recruit men 
with more than a reasonable chance of 
success and he must have the ability 
to properly train and supervise the men 
you approve for financing.” 

“If you are going into financing 
men,” he warned, “you had better have 
a definite training program for your 
financed agents blueprinted hour by 
hour, day by day, week by week and 
month by month. You must insist that 
your general agent or his agency 
supervisor follow the blueprint. You 
had also better be set up in your home 
office to see that the blueprint is fol- 
lowed on each and every man.” 

He emphasized that equal or greater 
emphasis should be placed on A&§S 
in the early part of the training pro- 
gram. 


Get New Men Into Selling Early 


“Our problem is to see that our new 
men under finance get into production 
as quickly as possible,” he said. “Early 
sales, whether they be A&S or life, 
have a profound effect upon the morale 
and attitude of the new man. Nothing 
is as discouraging to a new agent 
as the lack of sales or a long time lag 
between sales. Also, let’s learn quickly 
if our new man can sell. 

“In my opinion, the new financed 
agent who works for a company that 
has A&S as well as life to sell has a 
much better chance of succeeding, 
other things being equal.” 

The speaker suggested that if a 
company finances new agents it have a 
tough home office selection committee. 
He also warned against keeping men 
who do not meet production require- 
ments. 

“Your company should not go into 
financing new agents under the so- 
called career agent contract unless 
everyone, including your executive 
officers and your board of directors, 
fully understands whai is involved and 
you and they are willing to invest the 
necessary money in the project,” Mr. 
Mullins concluded. 


$10 Million Gain For Bankers Of Ia. 


New business issued and paid-for in 
Bankers Life of Iowa for the first 
quarter totaled $110,666,318, nearly 
$10 million more than the same per! 
last year. Of the total, $53,412,596 was 
ordinary and $57,253,722 group. Pro- 
duction for March totaled $31,763,143. 
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$837,000 net paid 
in wey hivot year... 


Elmwood Park, Illinois 
February 28, 1958 

Mr. Chas. E. Becker, President 

Franklin Life Insurance Company 

Springfield, Illinois 


RoGeErR C. BIEDE 


Dear Mr. Becker: 


At the end of December 1957, I had the pleasure of completing my first year 
with the Franklin. In tabulating my record for that period I had a net paid of 
$837,000 and income well into five figures with projected income based on 
deferred commissions for an almost equal amount. It has been a real pleasure 
and privilege to be associated with the Franklin, for without the Franklin 
specials and their philosophy of merchandising I could never have accomplished 
what I did. In my opinion, you don’t have to sell the Franklin contracts, you 
merely show them. 


Time after time, I have made sales to people who were very emphatic about 
not buying any life insurance, which proves the power of Franklin exclusives 
and the way they are sold. In my previous connection I was hampered by 
endless, nonproductive detail work and constant home office supervision. In 
contrast, with the Franklin I have the freedom to devote practically all of my 
time to one thing ... PRODUCTION ... the only way to bring home the bacon. 


I am looking forward to an even greater year for 1958 and am sure, that with 
the help of my friend and General Agent, Edward M. Kaluza; Regional Manager 
Francis J. Budinger; and all those wonderful people at the Home Office; I can 
accomplish my objective. 


Sincerely, 
Roger C. Biede' 


An agent cannot long travel at a faster gait than the company he represents! 











Lhe Friendly 
IFIRANIKILIN ILIIFIE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Eight Hundred Million Dollars of Insurance in Force 








Says Salesmen Can Cure 


Nation’‘s Economic Ills 


Salesmen throughout the United 
States have it within their power “to 
sell the country out of the recession. 
With savings deposits at an all time 
high, there is no question but what 
the American public is blessed with a 
strong purchasing power, despite the 
current economic difficulties,” said 
Jack Olson, vice-president and direc- 
tor of agencies for Combined Ins. Co., 





in a speech before St. Charles, 
A&H Assn. 
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Mr. Olson pointed out that a large 
part of the current recession is due 
to a general] fall-off in spending. “It is 
now that all salesmen have one of 
the truly great challenges of our 
lives. We literally have it within our 
ability to cure the nation’s present 
economic ills by hard and honest sel- 
ling—by inducing customers to buy. 
A new wave of mass selling and buy- 
ing would wipe out the recession 
almost overnight.” 

Mr. Olson emphasized that the time 
is especially ripe for all-out selling 
of the necessities of life, such as A&H 
insurance. 


St. Paul A&S Assn. 
Elects W..O. Johnson 


St. Paul Assn. of A&S Underwriters 
has elected as 1958 officers William O. 
Johnson, North American L.&C., presi- 
dent; Hale D. O’Malley, Guardian Life, 
vice-president; Theodore F. Allen, 
North American L.&C., secretary; and 
Robert Owen, Mutual Benefit H.&A., 
treasurer. 


Universal Guaranty Life of Shreve- 
port, La. has been licensed in Califor- 
nia. 








No. 3 
in a Series 


Field Training and 
Joint Selling Team 


These men behind the A2tna Life man are members of the manage- 
ment staff in an AStna Life General Agency. They play the major 
role in the administration of A<tna’s training program. 

Men of proved sales experience, they are experts in imparting 
know-how and enthusiasm to the new 4&tna Life man. While always 
available, they work most closely with him over a 34-week period 
developing skills in referred lead prospecting, work organization, 
programming, business insurance and estate analysis. 

Office conference is combined with a program of home study. 
But joint selling is the strong cornerstone on which real sales skill 
is built. And here they loom large. Right on the firing line, they 
help the A°tna man with the techniques that close sales. 

These members of our General Agency teams, are typical of the 
many trainers and experts working for the success of the A£tna Life 


man. 


FETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
ATNA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 
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Tells LOMA Grads 
Ways To Develop, 
Mobilize Abilities 


Addressing a dinner Sathering g; 
Society of Life Office Managemen 
Assn. graduates, 
Roy A. MacDon- 
ald, managing 
director of LOMA, 
said that he hoped 
the  association’s 
institute courses, 
in addition to 
developing more 
knowledge _ for 
students, was help- 
ing them to realize 
more and more 
that men are what 
make a_ business 
succeed. 

“Our industry today is a dynamic 
one, full of life and vitality. There js 
no sign of self-satisfaction, not a sign 
of anyone resting on his oars and 
taking the attitude that ‘God’s in his 
Heaven, all’s right with the world,” 
Mr. MacDonald told his audience. 

Touching upon the sales volume 
achieved by the life insurance business 
in 1957, he said that the fine records 
established could be largely attributed 
to “people like you who have wisely 
studied and expanded your knowledge, 
making you more valuable employes, 
and in addition, better, more under- 
standing individuals outside of business 
activities.” 

Mr. MacDonald called for a search- 
ing evaluation by the individual of his 
strengths and weaknesses. 

“We should give ourselves a critical 
look,” Mr. MacDonald said, “and see 
what we can do to develop our person- 
alities by paying more attention to cer- 
tain fundamentals, by shoring up some 
of our personal traits that have a weak 
foundation.” 

Mr. MacDonald went on to outline 
what he regards as the three basic 
characteristics in the development of 
an individual’s personality. He said 
that the associates and fellows of the 
LOMA institute were off to a fine start 
on what he considered the first char- 
acteristic: knowledge of the job and 
of the industry. 

“The second characteristic, know- 
ledge of oneself, is just as important 
as work knowledge, and possibly more 
so,” Mr. MacDonald said. He asked 
the audience how much time and 
thought each listener had given to 

(CONTINUED ON PAGE 1%) 





Roy A. MacDonald 





LIFE UNDERWRITER—With college degree, ca- 
pable of establishing and supervising department 
for company adding life insurance to multiple 
line operation—exceptional opportunity—salary 
open. 





LIFE UNDERWRITER—Up to age 45, with medical 
and sub-standard underwriting experience. Must 
be capable of establishing department, and as- 
suming duties of Chief Underwriter. Company 
now writing $100 million of premiums in allied 
lines. Salary open. 





ACTUARY—Capable of heading Planning Board 
for Accident & Health, Home Office operation of 
large mid-western company . . . Salary mini 
mum $10,000. 





CLAIMS—Accident and Heaith Claims Manager 
for branch office in Midwest—Salary $6, 





Write or call: Mr. Van Ness 


CADILLAC ASSOCIATES, INC. 


220 South State St. Chicage 4, Ill. 
WaAbash 2-4800 
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San Francisco Agents 
Choose MacWhinney 


Kenneth W. MacWhinney, general 
agent John Hancock, was elected pres- 
ident of San Francisco Life Under- 
writers Assn. recently. He succeeds E. 
E. Scherf, California-Western States 
Life. 

Others elected are A. Hill, Pruden- 
tial, vice president; Eve Byron Wyatt, 
New York Life, vice-president for the 
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women’s committee; Arnold Panella, 
Penn Mutual, secretary-treasurer. 
Elected directors for three years are 
Webster Gross Jr., Government Per- 
sonnel Life; Jerry Kushnick, Occidental 
Life; and George G. Nicolazde, Penn 
Mutual. R. Edwin Wood, Phoenix Mu- 
tual, was re-elected for another three 
years as national committeeman. 

Three additional vice-presidents 
represent General Agents & Managers 
Assn., Leading Life Insurance Produc- 
ers of Northern California and the 


local CLU chapter. The president of 
each of these groups also serve as 
vice-presidents of the association. 


Bankers National Life reported a 
24.1% gain in paid-for ordinary for 
the first two months of 1958. Paid busi- 
ness amount to $8,337,235. Production 
during February totaled $3,600,715, up 
65.4%. Total insurance in force at the 
end of February amounted to $494,069,- 
409. 





"Today men of all ages are setting 
a new slant on life insurance!” 


Thoughts on how to preserve 
what you've worked to win 
from PAUL BEKINS, President, 
Bekins Van and Storage Company 
of Iowa; 


Bank and corporation director 


“A A businessman, I have always felt 
- & that life insurance is good business 
for a young and growing family. 

“But as a bank director who is partic- 
ularly concerned with trust affairs, I 
have also been impressed with the im- 
portant job that life insurance can do for 
the plans of older men. 

“As years pass, a man accumulates 
assets of various kinds which he hopes 
to leave to his family. And, even though 
his estate be modest, there is one special 
‘heir’ he must always consider—the tax 
collector. Unless there is enough money 
on hand, something will have to be sold, 
perhaps at a sacrifice. 

“Life insurance can anticipate this 
situation and keep a man’s estate intact 
by providing the needed cash for such 
taxes. I don’t think any security pro- 
gram today can be considered complete 
unless it safeguards itself this way.” 


HOW LONG IS IT SINCE 
YOU HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 


IRTHS, deaths, marriages, changing 

needs, taxes...all affect protection 

plans. A life insurance program needs review 
at least every two years. 

You'll find real assistance when you cali 
on a Northwestern Mutual agent. His com- 
pany is one of the world’s largest. It offers 
many advantages, including low net cost. 

Northwestern Mutual was the company 
that pioneered Quantity-Earned Savings— 
the principle that reduces cost on all policies 
$5,000 and up. And now this QES principle 
has been extended to include older premium- 
paying policies, regardless of how long ago 
they were written. 


Lhe NORTHWESTERN MUTUAL 


KARSH, OTTAWA 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Bekins has made special 
provisions to protect his estate with life insurance 


MILWAUKEE, WISCONSIN 


Life /rsurance Company 





AS ADVERTISED IN TIME AND NEWSWEEK 
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Zone 5 Commissioners 
Meet In Colorado 


Commissioner Harvey Combs of Ay. 
kansas was elected chairman of zon. 
5 of National Assn. of Insurance Com. 
missioners last week at the meeting jn 
Colorado Springs attended by 240 de. 
partment and_ industry representa. 
tives. The group recommended that 
Commissioner Beery of Colorado be 
the zone representative of the execu. 
tive committee of NAIC. 

The meeting was marked by a lack 
of controversial activity. Principal 
speaker was Arch Northington, Tep- 
nessee commissioner and _ vice-presj- 
dent of NAIC, whose theme was the 
need for improved insurance public 
relations. Mr. Northington said the in- 
dustry and the states need not fear 
federal regulation so long as the forces 
of reasonable competition are per. 
mitted to exist. 

The scheduled open meeting of the 
NAIC sub-committee on mortality ta- 
ble X-17 for the life business was 
cancelled. There were two or three 
executive sessions of the sub-commit- 
tee, but no open discussion. The sub- 
committee meeting did, however, pro- 
mote the attendance of commissioners 
from other zones, there being about 
12 department heads in attendance, 


Express Concern 


At a meeting of the department rat- 
ers, Lawrence Stratman of Nebraska 
was elected chairman. 

Some concern was expressed by the 
automobile insurance people over the 
remarks of Gov. MecNichols of Colo- 
rado to a reporter that he would rec- 
ommend full public hearings on rate 
increases. This arises from the recent 
automobile rate situation in Colorado 
which received intense newspaper 
publicity. The bureau filing for more 
rate was approved by the commission- 
er without public hearing, as required 
by law, and some of the politicians 
seized on this as an excuse for charg- 
ing the business with foisting higher 
costs on the public by devious means. 


Royal Neighbors Hits 
$438 Million In Force 


Paid-for life written by. Royal 
Neighbors of America in 1957 amount- 
ed to $23,272,000, an increase of $1,222,- 
000 over 1956, according to the soci- 
ety’s 63rd annual statement. Insurance 
in force amounted to $438,500,353 at 
year end, an increase of $5,520,505 
compared to the close of 1956. Total 
insurance in force was $322,798,883 in 
adult and $115,701,470 in juvenile. 

Assets amounted to $164,977,785, up 
$4,032,455. The society reported an 
interest rate of 3.72%, compared to 
3.644% in 1956. Unassigned funds 
increased $1,248,595 to a total of $20,- 
331,543. Benefits paid to beneficiaries 
and living members came to $7,982,506, 
up $599,904. Of the benefits, dividends 
paid to members accounted for $1,917,- 
937, an increase of $28,025. 


Brotherhood Mutual Has New Policy 

Brotherhood Mutual Life of Fort 
Wayne, Ind., has brought out a par- 
ticipating family policy. Called the 
family security policy, it provides 
$4,000 of whole life on the husband. 
Term insurance on the wife is $1,000 
(if she is the same age), expiring on 
the anniversary nearest the husband’s 
age 65. Each child under age 18, in- 
cluding those born or adopted after 
issue of the policy, is covered by $800 
term expiring on the anniversary near- 
est age 23, or until the anniversary 
nearest the husband’s attained age of 
65, if earlier. Family income, mortgage 
cancellation, or term riders may be 
included. 
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were An executive of a big Life Insurance company in the East said he wanted to 


or more rit : , 
nission- get familiar with our machine. 


equired “We will use it in our training work for the present,” he said, “then if we | 
liticians do go into this audio-visual selling we will be familiar with your equipment. 
Rein We understand you have the machine for this selling work.” 
means, Later we quoted this man to another executive of the same company. 

He replied, “We've all got to get into it.” 

These men are thinking about audio-visual selling of Life Insurance. 
They are watching it. 
wid They are keeping posted as to what is being done, and the results. 
mount- They know that the machine is the vital factor in audio-visual. 
$1,222,- They know that the whole project can move ahead just as fast as the machine 
ono permits, and no faster. 


Surance 
353 at If the machine is too heavy, too cumbersome, too expensive, too dull, too 


520,505 dim, or too fragile, the whole proposition bogs down to the level of the machine, 


‘ Peg and results may drop as much as 50%. 
nile, Are YOU thinking about this new way to sell? 


= ps Do you share our view that it will eventually REVOLUTIONIZE THE 
red to SELLING OF LIFE INSURANCE? 

Bes And do you have any questions? 
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Promotion Via Motivation, 
Theme Of Life Advertisers 


“Promotion Through Motivation” is 
the theme for the southern round ta- 
ble of Life Advertisers Assn. to be 
held at Hotel Roanoke, Va., May 4-6. 

Speakers scheduled include: Dr. 
Jack N. Peterman, director psycho- 
logical research, Buchen Co., Chicago, 
who will address the group on ‘“Mo- 
tivation Research and Life Insurance;” 
Joseph Ehrenreich, associate director 


relations State Farm Life; Blake T. 
Newton, president Shenandoah Life; 
and Micou F. Browne, agency vice- 
president Occidental Life of North 
Carolina. 

Successful advertising case histories, 
sales promotion, and public relations 
tips from the organization’s members 
are topics under direction of Hal R. 
Marsh, Jefferson Standard Life. 

Jay C. Leavell, Guaranty Savings 
Life, is chairman of the round table; 
Clarence Bishop, Protective Life, pro- 
gram chairman; and Howard Johnson, 
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Treasury Tax Proposal Offered With Modifications 


(CONTINUED FROM PAGE 1) 


sion should be provided for life in- 
surance companies than for other cor- 
porations, ranging up to 10 or 20 
years. 

Consideration may also need to be 
given to some kind of special allow- 
ance or relief feature for small and 
new companies. Such a_ provision 





planning and development, Prudential; 


Robert D. Bischoff, director of public man. 


Shenandoah Life, arrangements chair- 


might be designed to recognize the 
special problems of the growing com- 





Rosert HEIntz ( Washington National's 

agent in Mt. Pleasant, Michigan) explains 
the Company's new Family Plan Policy to 
his wife and eight children 










Bos HEINTZ VOICES THE OPINION OF au— The hew Family Plan 
Policy i¢ sure to increase your earnings’ 





Available to 
all Washington 
National fieldmen 





AS PURCHASER OF THE FIRST Family 
Plan Policy issued by the Washington 
National, Bob recognizes a bargain 
when he sees it. 


He foresees valuable protection for 
not only his own family, but also for 
his community’s ‘‘New American 
Families”—those vibrant with grow- 
ing youngsters. 


Agent Heintz knows that this low- 
cost addition to an already complete 
portfolio of Life and A & S coverages 
makes a selling career with Washing- 
ton National even better in the years 
ahead. 


In buying Washington National’s 
first Family Plan Policy, Bob Heintz 
bought an important stake in the future. 


Write the Director of Agencies for more details 


Washinigton Natronal INSURANCE COMPANY 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


Life * Accident * Sickness * Group * Hospital - Surgical * Franchise 





pany. For example, a deduction might 
be allowed of 50%, or some other 
fraction, of amounts up to some spe- 
cified amount retained by a company 
as contingency reserves for the pro. 
tection of policyholders. 

Provision should be made for a grag. 
ual transition to the new method over 
a three to five-year period. During 
this transition, the tax would be com- 
puted as a weighted average of the 
tax under the new method and the 
tax under the present stopgap method 
with gradually increasing weight to 
the new method. 

The taxation of life insurance com- 
panies inevitably raises the question 
of its possible impacts on policyholder 
savings, benefits, and insurance costs, 
The tax base discussed above would 
exclude all amounts paid to, or set 
aside irrevocably for the benefit of 
any policyholder or group of Policy- 
holders. It would exempt additions to 
policy reserves, including interest 
thereon; all cash insurance benefits 
made available to policyholders or 
their beneficiaries; and all policy di- 
vidends or similar rebates paid or re- 
funded to policyholders. 


Possible Modifications 


In our studies and discussions with 
the consultants made available by 
the life insurance industry, we have 
given attention to possible adjust- 
ments in policy reserves and related 
items for tax purposes. The objective 
of such adjustments would be to take 
account of, or in some cases to neu- 
tralize, the effect of different methods 
of reserve valuation, varying reserve 
interest assumptions, past and future 
reserve strengthening operations, and 
certain other factors. 

We believe that there is substantial 
merit in an adjustment for companies 
with reserves based on a preliminary 
term method of valuation. Such an 
adjustment would compensate for the 
fact that in the case of a company 
using a preliminary term method the 
addition to reserves on new business 
in the first policy year is substantially 
smaller than for a company which 
uses the net level premium valuation 
method. 

Another adjustment which appears 
to deserve favorable consideration is 
one which would take account of de- 
ficiency reserves in existence on the 
effective date of the suggested plan. 
These particular reserves may be con- 
sidered equivalent to an allocation of 
previously accumulated surplus, and 
in this light their recovery back into 
surplus would not constitute current 
earnings which should be subject to 
tax. 

At this time we have no recom- 
mendations for or against other spe- 
cific reserve adjustments. We recog- 
nize, however, that other possible re- 
finements and modifications, includ- 
ing contingency reserves, adjustments 
for reserve strengthening, and special 
allowances for some segment of sur- 
plus, merit further review in the light 
of the expert views and comments of 
members of the life insurance indus- 
try which will be made available in 
the course of future deliberations. 
However, every departure from the 
allowance for policy reserves used in 
determining the net gain from opera- 
tions reported in the annual statement 
to the insurance departments would 
represent a complication which could 
be justified only by persuasive equity 
and technical considerations. 

The Treasury is fully aware that 
problems exist with respect to the 
plan just discussed. It will, of course, 
increase the tax paid by some compa- 
nies, just as it will relieve others, res- 
sulting in shifts in burden as com- 
pared with the present stop-gap meth- 
od. This is inevitable in a change 
from a tax based on an industry-wide 
formula to a tax based on the income 
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A highlight of the 1958 conventions 
occurred when Los Angeles Manager 
John G. Edmundson received the coveted 
Jerome Clark Award for outstanding 
achievement in agency development. Left 
to right are shown President John A. 
Lloyd, Manager Edmundson and Executive 
Vice President Harold P. Winter, CLU. 


Arthur A. Ebenstein of Los Angeles earned 
the Presidency of this year’s $500,000 Club 
by leading the Company in 1957 with 
total life insurance sales of $3,624,879. It 
was the third time he won this recognition. 


The candlelight cere- 
mony, always a 
dramatic moment in 
the lives of agents 
who qualify for the 
President’s Club is 
an occasion for the 
President of the Com- 
pany to recognize 
their accomplish- 
ments and remind 
them of continuing 
responsibilities 
to their profession 
and their clients. 


THE UNION CENTRAL LIFE 

























pes 


INSURANCE COMPANY - CINCINNATI 


Security for the American Family since 1867 


Each year, The Union Central sponsors two major 
business meetings, the $500,000 Club and the 
President’s Club conventions. Traditionally, each of 
these meetings requires months of study, research 
and preparation plus days of intensive execution. 
Round table discussions and seminars exploit 
such specialized areas as comprehensive business 
protection, estate analysis, pension funds, Group 
insurance and programming. Dramatized skits, slides 
and other visuals introduce new products, explore 
new markets, present new merchandising, adver- 
tising and circularization materials, demonstrate 
important techniques of successful salesmanship. 
To justify the planning, work and expenditure, 
qualified agents are required to attend these meet- 
ings and maintain substantial production levels as 
evidence of professional interest and sales potential. 
Make no mistake about it — these meetings are 
real work sessions. The sole purpose of Union 
Central conventions is to provide an advanced 
program of instruction and motivating sales ideas. 
The fulfillment of this purpose is reflected in the 
Company’s continuous growth and ever-expanding 
production capacity of an enthusiastic Field Force. 





Mr. Charles Sawyer, former Secretary 
of Commerce and once Ambassador 
to Belgium, was guest speaker at the 
1958 President’s Club convention. He 
discussed current economic conditions. 
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of individual companies. Another 
problem is that the suggested method 
may result in a changed approach to 
policy reserves in order to reduce or 
eliminate tax. 

Alternative Plan 


We do not minimize the difficulties 
in the evaluation of the plan. Accord- 
ingly, an alternative more in line with 
the present method of taxation of life 
insurance companies which will nev- 
ertheless make tangible improvements, 
is offered. 

This consists of modification of the 
present law which will increase the 
portion of investment income subject 


FeNATIONAL UNDERWRITER 


to tax to accord more closely with the 
prevailing margin of investment in- 
come above required interest for pol- 
icyholders, which margin is now about 
30% for the industry as a whole. Such 
a revised formula should not only 
bring the deduction for interest needs 
into closer line with the current situ- 
ation, but should also be responsive to 
future changes in industry conditions 
from year to year. Consideration 
should be given to a further refine- 
ment of the present type of special 
interest deduction for companies with 
substantially less than the average 
margin of investment income. 

A second modification of the present 


formula which might be considered is 
one which would assure a more rea- 
sonable tax on those companies with 
relatively small amounts of invest- 
ment income and substantial earnings 
from insurance or _ underwriting 
sources, now entirely exempt from 
taxation. It is suggested that this 
might be made effective by means of 
a minimum tax provision, which 
would require that the tax should not 
be less than the liability computed at 
regular corporate tax rates on a spe- 
cified proportion of the net gain from 
operations after policy dividends. 
Whatever tax formula is applied to 
the ordinary income of life insurance 
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companies, their capital gains 
losses should no longer be disregardeq 
for tax purposes. 


Reviews Life Tax Problem 


The Treasury letter was 
with a short review of life 
taxation since 1942: 

The problem of developing a satis 
factory long-range basis of taxation 
for the life insurance industry is Not 
new one. The problem has resisteg eg 
ution since 1947 when the then appli. 
cable formula, adopted in 1949 nd 
sulted in no tax whatsoever on the 
life insurance business, and was 
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"i Sell Life Insurance but I Don’t Sell Alone!” 


SAYS ROBERT W. DUNSTAN, OF WARREN, OHIO AND THE CLEVELAND OFFICE—A LEADING AMERICAN UNITED PRODUCER 


“T believe that selling life insurance requires partnership. 
“That’s why I’m in business with American United, 
‘The Company with the Partnership Philosophy’—a phi- 
losophy that’s also shared with our policyholders. 

“I’m backed-up by enthusiastic, progressive specialists in 
all departments of the home office, and by my agency. They 
willingly work with me to solve my clients’ problems. 
“We have all forms of Life, Group and A & S. Every- 
thing that’s new! And, we have good tools to help me sell. 


“With this kind of partnership help, I do a better job of 


selling and servicing for American United. 


“It’s a great company to buy from . . . and to sell for!” 


AMERICAN UNITED LIFE 


INSURANCE COMPANY « 


Y LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
‘PR ANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING— REINSURANCE 


My home office ‘partners’ —key personnel who back me in the field— 
are pictured in background of above photo. In front of desk, left to right: 
Ralph Caldwell and Les Barlet. At desk, left to right: John Ulrey, Ralph 
Campbell and John Pearson, M.D. Right-hand group: Fred Letwin, 
John Lauter, and Morris Conn. 








American United 


LIFE INSURANCE COMPANY 


The Company with the Partnership Philosophy 





HOME OFFICE: INDIANAPOLIS, INDIANA 


placed by a series of stop-gap for. 
mulas. 

A subcommittee of the Ways ang 
Means Committee, on the taxation of 
life insurance companies, was estab. 
lished in 1949 which conducted stuq. 
ies and recommended stop-gap legis. 
lation, deferring a permanent solution 
of the problem to a later date. The 
temporary legislation subsequently 
adopted, termed the 1950 formula 
was applied only to 1949 and 1950 in. 
come. 

In 1951 further stop-gap legislation 
was enacted, converting the reserve 
and other policy liability deduction 
under the 1950 formula into a reduced 
rate of tax on net investment income 
without deduction for required inter. 
est. The 1951 method was extended 
from year to year through 1954. 

Late in 1954 extensive studies ang 
hearings were conducted by a sub- 
committee of the Ways and Means 
Committee, leading to the adoption of 
the present law. This provided a re. 
serve and other policy liability deduc- 
tion of 8742% on the first $1 million 
of net investment income and 85% on 
net investment income in excess of $1 
million. The 1955 law also provided a 
broadening of the net investment in- 
come base, the correction of certain 
abuses, and “a more adequate” treat- 
ment of the A&S business of life in- 
surance companies. 

The 1955 formula was originally 
made applicable to 1955 income only, 
subject to the provision that the 1942 
formula would reapply automatically 
in any year if there were not an ex- 
tension. The 1955 formula was sub- 
sequently extended to 1956 and more 
recently to 1957 income. 


Security American Life 
Is Off To Good Start 


In its first six weeks of operation, 
Security American Life of Tennessee 
wrote $3,725,000 of insurance, Ben E. 
Burch, president, reported at a meeting 
of officers and directors at which the 
company formally received its license 
from Commissioner Northington, who 
praised the company for its “fine lead- 
ership” and solid capitalization. He 
said the insurance department had re- 
fused charters to 17 prospective in- 
surers before granting one to Security 
American which had $3,576,447 assets 
in cash and government bonds before 
it started writing business. 

The company now has 130 agents. 


$10 Million Gain For Bankers Of la. 

New business issued and paid-for in 
Bankers Life of Iowa for the first 
quarter totaled $110,666,318, nearly 
$10 million more than the same period 
last year. Of the total, $53,412,596 was 
ordinary and $57,253,722. 

Production for March totaled $31,- 


763,143. 
Total insurance in force reached 
$3,057,475,116 by the end of March. 


The top recognition, the president’s scroll, 
has been awarded to the home office —~ 
of Union Mutual Life which is managed by 
Feod T. Jorden, The honor it aworded on a 
point basis determined hv 19 standards of - 
cellence. During the eight years In which “ 
cerall has heen awarded, the home office 
agency has won it three times and ver 
honorable mention twice. With this third 
the silver t-onhv hac been nermanen ” 1958 
tired. A new scroll will be awarded for 1958. 
Agencies which van honarehl> maonton — 
Saginaw, moraged by Aaral W. Irish = 
Herbert ®. Schnettler: Newar'. managed 

Fred R. Fast: Richmond. managed by Nathat 
Motzoor, pnd the New York agency heade 





by Michael 7. Denda, resident vice-president. 
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LIFE INSURANCE EDITION 


Many Group Insurance Features Criticized 
By Doctors At Chicago Panel Discussion 


The group supervisors’ division of 
chicago Assn. of Life Underwriters 
sponsored a panel discussion at Illinois 
Athletic Club last week on group in- 
surance and how to improve it. The 
panel did not disappoint the 200 spec- 
tators who attended in hopes of hear- 
ing some concrete suggestions. Among 
the features of group insurance criti- 
cized by various speakers were con- 
tract wordings, employers’ handling 
of claims, identification cards, the 
amount of bookwork involved for hos- 
pitals, and hospital forms, which a 
speaker characterized as “one big 
headache.” 

Participating in the panel discussion 
were Richard A. Weingartner, assistant 
director and comptroller Passavant 
Memorial hospital; Theodore Randich, 
claim department supervisor Travel- 
ers; Dr, Howard A. Lindberg, attend- 
ing staff member Passavant Memorial 
hospital, medical director Peoples Gas 
Co., and medical consultant Jewel Tea 
Co.; Norman Steingraber, assistant di- 
rector of information Health Insurance 
Assn.; and Howard F. Cook, executive 
director Chicago MHospital Council. 
Haydn Stuessy, assistant vice-presi- 
dent and claim department manager 
Marsh & McLennan, was moderator. 


Problems Are Specific 


Mr. Weingartner set the tone for 
the discussion by declaring that the 
problems of group insurance are “spe- 
cific not general,” and that most are 
due to a lack of understanding, wheth- 
er on the part of doctors, patients, or 
the insurance companies. One of the 
big problems, he continued, was the 
involved wording of contracts, which 
often contribute to errors. He also felt 
that dealing with the employers is 
more difficult than it should be, and 
that when the hospital is able to deal 
directly with the insurance company, 
the entire procedure of group insur- 
ance is facilitated. In reply to a ques- 
tion, Mr. Weingartner said that unless 
identification cards had more informa- 
tion on them than simply the fact 
that the card holder had insurance, 
they were “worthless.” 

Dr. Lindberg emphasized that the 


relationship between doctor and pa- 
tient was all-important, but that 
doctors should learn more about group 
insurance. He was asked if the pa- 
tient’s possession of insurance had any 
influence on the doctor’s fee consider- 
ation. He replied, “No effect, of 
course,” but went on to say that it 
probably would be better if doctors 
were unaware if patients had insur- 
ance. 

Mr. Randich said that he felt that 
medical bills were influenced by the 
presence of group insurance, but that, 
by and large, doctors are charging 
correctly. 


Only 25% Discuss Fees 


With regard to the percentage of 
patients who ask what the cost of 
surgery will be, Dr. Lindberg stated 
that while his hospital encourages 
patients to discuss fees with their 
doctors, only 25% will do so. He went 
on to say that he is highly in favor 
of the new major medical plans and 
feels they are a great improvement 
over the old regulated schedule type. 
He said he hopes they will eliminate 
the small, nuisance claims. As _ to 
hospital facilities, Dr. Lindberg admit- 
ted that an over-use of facilities is 
not uncommon, but said this is a mat- 
ter of education. 

At this point, Dr. Lindberg made 
two suggestions which excited much 
comment in the audience: 1.‘“‘Why not 
have the premiums contingent on the 
size of the insured’s income?” 2. 
“When the patient is certified ill, why 
not simply pay him?” Mr. Steussy re- 
plied, “We’ll think that over.” 

Dr. Lindberg said the biggest pro- 
blem the hospitals face with group 
insurance is “too much bookwork.” He 
said insurance company hospital 
blanks are “one big headache.” He 
said these blanks have duplications 
and ask both the patient and doctor 
the same questions, and that in con- 
sequence, he has developed instead 
his own forms which he sends to the 
companies. He added that these must 
be satisfactory because he gets only 
3% of them back. 

To this Mr. Steingraber replied that 
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for the last three years his department 
has been working on a revision of 
these forms which would prove ‘‘mu- 
tually compatible.” 

To the question what, if any, know- 
ledge they had with regard to hospitals 
requiring a down payment, the panel 
was in some disagreement. Mr. Cook 
said that although most people have 
some form of insurance, an inventory 
of the patient’s finances is generally 
made. Mr. Weingartner said that, at 
least in his own hospital, if the pa- 
tients are “OK” with the doctors, they 
are “OK” with the hospital. 
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Commenting on “Home vs Hospital” 
treatment, Dr, Lindberg stated that in 
many cases the situation depends upon 
the hospital facilities and whether the 
doctor’s practice is urban or rural. 
Home calls are “always inadequate,” 
he said, and if “hospital facilities are 
available they should be used.” 


The Cohen agency of Prudential in 
Boston has moved to 89 Devonshire 
street, where it will occupy the entire 
first floor of a new fully air-condi- 
tioned building. The office has been at 
45 Milk street. 
















Brokers look to 


GUARDIAN 
for Leadership in 


Family Policy 


Features 


\ 
a 
GUARDIAN’S NEW 


FAMILY PROTECTOR 


provides life insurance for Father, Mother and children, 








\ 





including all new arrivals, in one policy... 


Plus these Important Extras: 
© Father’s coverage guaranteed paid-up at age 65! 


@ Accumulated dividends may be used to pay up 
before that date, or to buy additional paid-up 
insurance for father at age 65! 


© Right to split paid-up protection at father’s age 65 
between wife and husband in a one-to-four ratio! 


@ Lifetime accidental death benefit—for both husband 
and wife if split option is elected! 


@ Disability income rider available for father at 
a small extra cost! 


Call your GuarpiaN Manager today for full information, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 
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Sells Major Medical 
To Groups Of 10-24 


The advantages of medical catastro- 
phe protection are now available on a 
group basis to small businesses from 
Connecticut General Life with its 
“sroup special” for business firms 
with 10 to 24 employes. Other changes 
are three new life insurance plans and 
an additional hospital care schedule 
that offers benefits up to $18 a day. 

Medical catastrophe benefits for 
employes and their dependents will 


HAaNATIONAL UNDERWRITER 


be available up to a maximum of 
$5,000 per disability period. The plan 
pays 75% of covered medical expenses 
after a deductible of $100. 

With the changes, “group special” 
now offers a total of nine life insur- 
ance plans with varying face amounts 
up to $10,000; four hospital-medical- 
surgical plans; four schedules of 
weekly benefits for accident or sick- 
ness up to $42 a week; and a special 
accident provision which pays up to 
$300 for expenses not covered in the 
scheduled plan. 
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Carnochan Lists Questions To Answer Before 
Deciding On Managerial Pay Basis For A&S 


In discussing the “how” of compen- agents to sell, our whole non-can pro. 
sation incentive for general agents and gram, including compensation, has been 
managers for A&S geared as far as possible along life 
production, John lines. 

R. Carnochan, “Our non-can policies themselves 
vice-president in are patterned to a large degree after 
charge of agencies our life policies and wherever they can 
for Union Mutual, continue the same provisions they do 
told LIAMA’s A&S so. 

meeting at Chicago “Our agents’ compensation follows 
that two basic much the same pattern as for life sales. 
facts must be con- “Our training allowance agents’ fin. 
sidered in estab- ancing plan is worked out so that either 
lishing a suit- life or non-can production can be useg 
able plan: for validation, regardless of the volume 

“J, Any sound of either. 
compensation plan “Our general agents’ A&S compensa- 
will work for a good general agent or tion plan also follows our life contract. 
manager; none will work for the fail- Our branch managers’ contract is an 
ure. A financing plan is only as good as orthodox one built on base salary, 
the agent. Similarly, any sound man- bonuses for first-year production, new 
agers’ compensation program will agent development and persistency.” 
make money for a successful manager Experience Has Been Good 
and, conversely, no compensation sys- 
tem will work for a poor general agent 
or manager unless the company con- 
cerned can afford to be a charitable 
institution. 





John R. Carnochan 


The experience of Union Mutual 
with this plan has been good, Mr. 
Carnochan said. It has found that 
agents can be trained to sell both life 

“2, A general agent’s or manager’s and non-can and that one line comple- 
compensation agreement should be ments the other. Non-can has been a 
adapted to the agency philosophy of valuable aid in getting a new agent 
the company administering it.” into early production. 

Mr. Carnochan posed these questions Over the past five years, Union 
which, he believes, should be answered Mutual’s rate of annual production has 
by a company before it decides on its increased 98% in ordinary life and 


basis of compensation for A&S insur- 113% in non-can, with these increases 
Deena well spread throughout the agencies, 


“1 Are we a life company, a casualty In the same period there have been 
company or a purely A&S company? equally large increases in group life 
“2 Do we want to operate general 224 A&S production. 
agencies, branch offices or both? , In conclusion Mr. Carnochan said, 
“3 Is it our policy to offer vested If we are to determine the ‘how’ of 
commissions to our agents and general C°Mpensation for our managers, we 
agents? must first look to our own house and 
“4. Do we want our agencies to sell construct our compensation formula 


through full-time agents, brokers or around our own family philosophy.” 
personally producing general agents or He pointed out that companies “have 
any combination of the three? a challenge of offering adequate and 

“5. Do we believe the same agents acceptable health insurance to the 
can successfully sell life and A&S ‘merican public if we are to return 
policies, or should we have two sets of the privilege of insuring that public 
agencies, one selling one line and one within private industry. The successful 
the other? acceptance of that challenge presents 

“6. Do we want to be primarily a US with an opportunity to build the in- 
life company or an A&S company. Come from disability insurance sales 
What is to be our basic line of insur- fF Our agents and agencies to such a 
ance? degree that the question of ‘how’ of 

“7. Do we have available a fully managerial compensation should be- 


established field force and supervisory ©°™€ simply ‘how much.” 
staff to administer our program, or 


must we use the product to develop our Midland Mutual Offers 


field force?” 
New Family Plan 


Midland Mutual has issued a flexible 
Mr. Carnochan reviewed the history family policy called the family security 
of his company in order to explain its Plan. Making use of a base policy (sub- 
system of compensation. Union Mutual J¢ct to $4,000 minimum) on the father, 
entered the accident insurance business sme a wife a —— a 
in 1945 to provide an additional line for ang ae aon, gee A pars 
its life agents. When it was discovered coverage of newly acquired children 
that most of the agents were selling at no increase in premium, conversion 
non-can almost entirely (except for privileges, and disability and acciden- 
substandard cases) a rated non-can tal death benefits. 
insurance was introduced and all can- __The children protection rider sup- 
cellable coverages were discontinued. ee ae an ae yee 2 

Some of the company’s A&S business 18 years. A child’s insurance under the 
comes from brokers but the main em- rider extends to age 23 or the prior 
phasis is on production from full-time expiration of the rider. 
agents. 

“We train our agents from the start 
to sell both life and A&S coverages,” 
Mr. Carnochan said. “On the assump- 
tion that our agency department should 
not expect more of its managers and 
agents than it can do itself, we have 
only one home office sales department . “ = 
for both life and non-can and no agen- bee — oe me 
cy department specialist in either line. cocjates, group health, welfare and 

“Because of our consistent belief pension administrators and consultants 
that A&S is a natural for our life with main offices in Indianapolis. 


Reviews History Of Company 


Len Teeuws Appointed By 
R. M. Tolley & Associates 


Len Teeuws, formerly sales consult- 
ant in health and welfare plans for 
Continental Casualty in Chicago, has 
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Tells LOMA Grads Way 
To Develop Abilities 


(CONTINUED FROM PAGE 8) 
knowing himself, to understanding his 
rsonal strengths and weaknesses. 

There followed a series of five 
questions aimed at analyzing some of 
an individual’s weak and strong points. 
Then, Mr. MacDonald stressed the im- 

rtance of knowing when and how to 
administer praise or criticism, and 
pointed out the serious consequences 
of first praising, then criticizing im- 
mediately after. 

“J have yet to meet anyone who did 
not like justified praise, and I have 
seen very few people who resent tact- 
ful, justified criticism,” Mr. MacDon- 
ald said. He told the members that as 
they progressed, their judgment and 
evaluation of men would play an im- 
portant part in the business growth 
of those they supervised. There is a 
great challenge for those who direct 
others, for they must realize that many 
men are capable of doing more, con- 
tributing more than they are presently 


doing. 
Have A Responsibility 


“All of us have a responsibility to 
those who work with us and under us, 
and it is simply this: to do our level 
best to evaluate them as personalities 
so that the strengths they possess can 
be developed and put to work for the 
benefit of the organization as a whole,” 
Mr. MacDonald said. “My plea to you 
is to study men rather than argue 
with them, regardless of how you react 
to the individual personality.” 

Mr. MacDonald said that he had no 
patience with those who say there is 
no incentive. As long as men are work- 
ing with other men, there will always 
be incentive, he insisted, adding that 
it was the urge to understand other 
men better. 


Hard Work Is Characteristic 


The third: characteristic leading to 
personality was:summed up in two 
words: hard work. It was a little sur- 
prising, Mr. MacDonald said, to read 
recently what many college students 
answered when asked, “Why are you 
going to college?” The reply was, “So 
that I can make a living without work- 
ing so hard!” Many parents with a son 
or daughter in college said that the 
reason for attendance was, “So my 
child won’t have to work the way I 
did when I was young.” 

Then came the question, “Is there 
anything wrong with hard work in this 
year of 1958?” Actually, hard work 
contributes to job satisfaction, he said. 

“This is no time for anyone of us to 
frown upon hard work,” said Mr. Mac- 
Donald. “There is much vital work to 
be done. It is pretty well agreed that 
our country is passing through a 
critical era, perhaps the most critical 
in its history. Many more challenges 
lie ahead, and they are what keep life 
interesting and worthwhile. Imagine a 
world in which there were no pro- 
blems, no troubles and no challenges. 
It would be pretty dull, would it not?” 


Raises Question 


Mr. MacDonald raised the question 
of how well the potentialities of the 
human mind and brain have been ex- 
Plored by the individual living in the 
modern age of jet flight, radar, rockets 
and hydrogen bombs. He mentioned 
some of the possibilities of the sub- 
conscious mind and told how more and 
More business executives have come to 
Tecognize and use its resources. 


LIFE INSURANCE EDITION 


“Automation seems to be the big 
thing today,” Mr. MacDonald said. “It 
is certainly true that the 650s, the 705s, 
the Univacs, etc. can do much of the 
tedious work of answering questions, 
but the real worth of these questions 
will always depend upon the man who 
has a sufficient background of educa- 
tion to ask the really intelligent ques- 
tions. This means that, more than ever, 
the life insurance business will be 
looking for employes who can re- 
search, explore, and invent new 
methods and techniques. The imagina- 
tive, inquiring mind is as vital to the 
future of the life insurance business 
as it is to the future of space travel or 
nuclear energy. Both need brainpower. 

“Education can give a man that 
power, the power to be useful and con- 
sequently, the immense personal 
satisfaction of feeling useful.” 


American United Life 


Has Three New Plans 


American United Life has announced 
three new policies, including a guar- 
anteed purchase option. At its field 
club meeting in Hollywood-by-the- 
Sea, Fla., the new plans were outlined 
as follows: 

1. A guaranteed purchase option 
which will permit purchase of as 
much as $62,500 additional life insur- 
ance on specified future dates, regard- 
less of insurability at the time of 
issue. In the form of a rider (ranging 
in cost from 55 cents per thousand at 
age zero to $1.74 at age 37), it must 
be attached to a basic life policy at 
issue. 

2. A new A&S policy which will be 
issued only in combination with life 
insurance. It provides basic benefits of 
the regular A&S series (at lower 
rates) . 

3. A one-parent family policy de- 
signed to provide insurance for those 
families in which only one parent is 
insurable or only one parent exists. 
It may also be used where the parents 
are divorced or where insurance on 
only one parent is desired. 

Preceded by a four-day 500 Club 
meeting in Nassau dealing with busi- 
ness insurance, the five-day conven- 
tion was followed by a manager’s 
meeting which stressed recruiting and 
training new men. 


Northwestern Mutual Eyes 
$10 Billion In Force Mark 


Northwestern Mutual Life has 
reached $9 billion of insurance in 
force. The company reached $8 billion 
about two years ago, but the first 
billion took 52 years to reach. At the 
present level of business, which is 
slightly below 1957 but ahead of any 
other year, Northwestern is likely to 
reach its $10 billion in force by 1960, 
according to company officials. 


B.M.A. Holds Sales Rally In Texas 


Ninety Texas representatives at- 
tended a sales meeting of Business 
Men’s Assurance at Lost Valley Ranch 
in Bandera, Tex. 

Branch Managers J. S. Harp, T. G. 
Johnson, and J. H. Craven, and Dis- 
trict Manager R. L. McMillon led a 
program stressing advanced under- 
writing. New developments in the 
company’s life and disability services 
were discussed. 


B. R. Wright, Sun Life of Canada 
manager at Newark, has won the presi- 
dent’s trophy, awarded annually for 
outstanding achievements in branch 
managership. He will head Sun Life’s 
U. S. managers’ consultation committee 
for the next 12 months. In second place 
was L. C. Richards, manager at Cleve- 
land. R. D. Ekblad, Houston, was 
third. F. W. Merselis, New Haven, 
and C.F.G. Marchant, Lansing, ranked 
fourth and fifth, respectively. 
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H. P. SKOGLUND, President 


“Coffee Break” 


The “coffee break” has become pretty much an 
American institution. The real purpose, of course, 
Yi to give people a period of relaxation from their 
job routine. 


But I believe a coffee break can do more than 
that. It can give people a chance to know one 
another better. Over a cup of coffee, Mary finds 
out that Marge—the vice president’s new secre- 
tary, is a pretty good gal after all. And that 
Dorothy, the quiet, retiring girl in the next 
department, puts most of her salary toward 
supporting her invalid mother. Each person 
gets a finer appreciation of the other’s qualities 
and viewpoint on things. 









ene 


Hetp in paving the 
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Maybe a lot could be accomplished toward better 
international understanding if we could all sit 
down at “coffee breaks” with workers in Russian 
offices and factories. If Russian housewives could 
sit down with our American women at home and 
talk things over—over a morning cup of coffee. 
Yes, I'd say ‘‘coffee breaks”’ are worth the time 
if they promote better understanding among 
our own people—because that’s certainly the 
first step toward understanding others. 


And speaking of “‘understanding”. .. I think you'll 


find our North American representative has it— 
when it comes to helping you with planning for 
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$Y, Billion of 
Life Insurance 













in Force. your family’s financial security. He’ll consider it a 
real break if you call and ask for his help. He might 
even buy you a cup of coffee! 

Home Office: 
Minneapolis, Minnesota 
Eall on the-North American repre- 
Canadian Head Office: sentative in youtees 





Hamilton, Ontario 


NORTH AMERICAN 
Life and Casualty Company 
H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of oe 
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Family Counselor... 


The Life Underwriter helps in the making 


of plans for the welfare and security of 





the family. 


Fidelity is proud of its life underwriters 


and family counselors and of the great job 


they are doing in the field. 


The 


FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA « PENNSYLVANIA 
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POLO, “The Family Fraternity” 


% WOODMEN 3: WORLD 
FA LIFE INSURANCE SOCIETY y 
™ Home Ollice, 1708 Fornam Street y 


<9 Omaha 2, Nebraske 





CAREER 


Now that Woodmen of the World is writing 
women and girls as well as men and 
boys, the men (and now women, too) who 


make field work in the Woodmen 






Society their career are reaping 


even greater rewards. 
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Changes In The Field 


Mutual Of New York 


Mutual of New York has appointed 
Howard A. Ives and Joseph Marshall 
as managers of the new agencies at 





Howard A. Ives 


Joseph Marshall 


Palo Alto and North Hollywood, 
respectively, effective about June 1. 

Mr. Marshall entered life insurance 
with Prudential in Hoboken in 1949, 
joining Mutual a year ago at North 
Hollywood. ; 

Mr. Ives entered life insurance in 
San Francisco with a general insurance 
agency, becoming a district group 
manager for New York Life in Port- 
land, Ore., in 1951 and last October 
joined Mutual Life. Both managers 
are undergoing a special program of 
managerial training. 


Manhattan Life 


Robert S. Wel- 
born Jr. has been 
appointed general 
agent in Corpus 
Christi by Man- 
hattan Life. He has 
been with Jeffer- 
son Standard since 
1955 as agent and 
district manager. 


R. S. Welborn Jr. 


Aetna Life 


Aetna Life has appointed Jerry 
Altschul and William A. Waldie as 
assistant general agents in Detroit and 
Omaha. Mr. Altschul will be in the 
brokerage department at the F. C. 
McMahon agency. He has been in 
life insurance since 1951. Mr. Waldie 
entered life insurance in 1954 as 
assistant supervisor at Omaha and for 
the last year has been an instructor 
at the home office training school. 


Lincoln National 


Ben H. Holladay has been appointed 
regional group manager for the com- 
pany for Kansas City and the states 
of Kansas and Oklahoma. The group 
office will assist Lincoln National Life 
agents and policyholders in that area. 
Mr. Holladay joined the company in 
1956. In addition to home office train- 
ing he has had field experience in St. 
Louis. 

Delbert Bowles has been appointed 
supervisor in the R. E. King Jr. agency 
in Charlotte. He entered insurance in 
1955 and before that spent seven years 
as a teacher. 


Prudential 


Francis A. Bartolomeo has_ been 
named to head a new district agency 
for Prudential at Downey, Cal., to 
be quartered in a completely modern 
building currently under construction 
and scheduled for completion this 
month. The new office will serve the 
Downey, Norwalk, Pico and Rivera 
area. The territory was _ previously 
operated by Prudential’s Whittier, Cal., 
district agency, where Mr. Bartolomeo 
and his staff are now sharing quarters. 
He joined Prudential in 1950 as a 
district agent in Fresno and became 





staff manager two years later. His 
was the number one staff in the weg 
during 1957. 

John A. Carey has been appointeg 
brokerage manager for the Seattle 
agency office. He joined Prudential as 
a special agent in 1954 at Seattle. 

Frank A. Stetson has been nameg 
brokerage manager and James EF, Hill 
division manager for the Portland Ore 
agency office. Mr. Stetson joined Pry. 
dential as a special agent in Portland 
in 1952 and is a former chairman of 
Portland Life Underwriters Assn. My 
Hill began with the company in 195¢ 
as a special agent in Portland. 


Life Of North America 


Life of North America has appointed 
E. A. Ellis general manager and John L, 
Weber assistant 
general manager 
at San Francisco, 

Mr. Ellis had 23 
years’ experience 
with Pacific Mu- 
tual, including ser- 
vin g as general 
agent at Portland, 
Ore., Los Angeles 
and San Francisco 
before joining Life 
of North America 





in January. 
Mr. Weber en- 
E. A. Ellis tered life  insur- 


ance in 1954 with 
Mr. Ellis’s San Francisco agency after 
nine years in sales work in San Fran- 
cisco. He was assistant manager when 
he resigned in January to join North 
America. 

Life of North America has appointed 
John P. Ruedisueli as regional group 
manager of the Pittsburgh service of- 
fice; William B. Tomkiel as group sales 
specialist in the Philadelphia home of- 
fice and Robert A. Neuman as regional 
group manager for the Cleveland serv- 
ice office. 

Mr. Ruedisueli was with Continental 
Casualty Company in Phoenix and 
Guaranty Union Life as director of 
group agencies in Beverly Hills. Mr. 
Tomkiel has been with Pacific Mutual 
in Cleveland, then regional group 
manager at Newark and Philadelphia. 
Mr. Neuman was group manager at 
Chicago for Employers Mutual Life 
of Wausau, Wis. Later he operated a 
general agency for Lincoln National, 
specializing in group, then became 
group sales manager for Woodmen Ac- 
cident & Life. 


Paul Revere Life 


George F. Strock, agency supervisor 

: for Paul Revere 
and Massachu- 
setts Protective at 
Milwaukee for the 
last year, has been 
appointed general 
agent at Des 
Moines. He joined 
the companies in 
1955 and has con- 
sistently been a 
member of their 
top production 
clubs. 





“i 


G. F. Strock 


Equitable Society 


In Equitable Society’s salary savings 
division, Carl A. Handschin has been 
advanced from divisional manager In 
the western department, with head- 
quarters in Los Angeles, to manager 
of the north central department at 
Chicago. Mr. Handschin joined Equi- 
table at San Francisco. He will super- 
vise the development of salary savings 
business throughout an _ eight-state 
midwestern area. : 

John R. Newland, a former Equita- 
ble agent in Tucson, has been named 
assistant divisional manager of the 
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western department, with headquar- 
ters in Los Angeles. ; 

Richard J. Conover, previously as- 
tant manager of the Eklund agency, 
Detroit, has been appointed assistant 
jivisional manager of the northeastern 
department at Philadelphia. _ : 

Mr. Newland joined Equitable in 
qucson and has been with the Roe 

ency at Phoenix. In his new post, 
he will work with Otto W. Chadborne, 
salary savings manager of the western 
department, helping to supervise the 
division’s activities in southern Cali- 
forniaand Arizona. yee 

Mr. Conover, in his new_ position 
will work with William Van Brunt Jr., 
department manager of salary savings 


at Philadelphia. 


sis 


Mutual Benefit Life 


Edward W. Brehm Jr. has_ been 
appointed general agent of Mutual 
Benefit Life in Minneapolis, succeed- 
ing Robert W. Wilkinson, who is 
resigning to devote his full time to 
selling. Following eight years of selling 
farm and industrial equipment, Mr. 
Brehm entered life insurance with 
Mutual Benefit’s Otto agency at 
Detroit, later being given supervisory 
responsibilities in addition to sales 


work. ‘ 

Walter J. Hurley has been appointed 
manager of a new regional group office 
by Mutual Benefit Life, located at 
1 North LaSalle street, Chicago. It will 
cover North Dakota, South Dakota, 
Iowa, Nebraska, Minnesota, Wisconsin 
and northern Illinois. Mr. Hurley has 
been in the life insurance business 
since 1941, mostly in the group sales 
field for Connecticut General in Con- 
necticut, for Massachusetts Mutual as 
regional manager in Boston and De- 
troit, and with the Marsh & McLennan 
brokerage firm and Nationwide at 
Detroit. 


Bankers Life Of lowa 


Robert T. Sedrel has been named 
a new field supervisor for the com- 
pany. Before that he was an agent 
with Central Life Assurance in Des 
Moines. 

Theodore B. Olson has been named 
group representative in the Portland, 
Ore., group office and will be with 
Phil Berthiaume, regional group man- 
ager; Ray S. Cumpston, group repre- 
sentative, and Alvin K. Hottle, super- 
visor. 


American United Life 


Lloyd A. Nelson has been appointed 
agency manager in Omaha, Neb., and 
Council Bluffs, Ia. Mr. Nelson, a life 
salesman and supervisor since 1947, 
will direct the company’s activities in 
five Nebraska counties and six Iowa 
counties. 


Occidental Of California 


William P. Holtfreter has been 
appointed brokerage manager at the 
Toledo office. He was formerly an 
agent there for Equitable Society. 





Benefit Period For N. Y. 
Disability Cover Extended 


_ Gov. Harriman has signed the bill 
increasing from 20 to 26 weeks the 
period in which employes may draw 
non-occupational disability benefits 
under the New York statutory cover. 
The extension in time is effective June 
1, ae benefits continue at $45 
a week, 


Woodmen Of World Breaks Record 

Woodmen of the World field work- 
ers exceeded a 10-year record for 
monthly new business in March, the 
first month women and girls were 
eligible for membership in the Omaha 
society. Membership applications from 
more than 5,000 new members were 
received and $10 million of insur- 
ance was written. 
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General American In 
$9 Million Net Gain 


General American Life had 1957 in- 
come from all sources of $75,387,182 
and paid out or set aside a total of 
$66,075,987, leaving a net operating 
gain for the year of $9,311.195 as com- 
pared to $8,054,744 in 1956, the com- 
pany reported in its annual report to 
policyholders. 

Sidney W. Souers, chairman and 
president, said surplus at the end of 
1957 stood at $11,271,301, a new high. 
Premium income was $62,639,030, or 
14.6% more than in 1956, and income 
from investments was $9,691,422, an 
increase of 6.9% over the preceding 
year. 

A total of $51,614,446 was paid out 
to policyholders and their benefici- 
aries—an increase of 16.6% over 1956 
benefit payments—and $33,451,545 
went to living policyholders. Increas- 
ing by $7,333,892 during 1957, policy 
reserves reached a new year-end high 
of $202,587,435. 

Life in force increased to a record 
year-end total of  $2,627,648,048— 
15.4% more than the “in-force” total 
at the end of 1956. (Ordinary life 
sales during 1957 totaled $118,901,500 
and group life sales totaled $262,527,- 
227.) Life policies and certificates out- 
standing increased by 204,396 and 
reached 2,034,972 at year-end. Aver- 
age size individual life policy for 
adults rose to $10,221. 

Assets increased 5% during 1957, 
reaching a year-end total of $245,- 
523,895. Interest rate earned on assets 
after federal income taxes was 3.48%, 
as compared to 3.34% in 1956. 

General American passed $1 billion 
in force in 1948. Five years later it 
reached $114-billion, and two years 
after that—in 1955—it went over $2 
bilion. Now, after another two years, 
the company is well past half-way in 
its drive to add another billion dollars 
to the in-force total, reported Presi- 
dent Souers. 


Slate Pinney To Head 
Cal. Underwriters Assn. 


Harry Pinney, manager for Bankers 
Life of Nebraska at Oakland, Cal., is 
slated to be president of California 
State Assn. of Life Underwriters at 
the annual meeting in San Jose June 
6-7. 

The convention will consider recom- 
mendations from the by-laws com- 
mittee, for changes in the name and 
organization of the association, a legis- 
lative program and_ several other 
problems. Speakers will include rep- 
resentatives from NALU, insurance 
department, and the state legislature. 
Committeemen will hold a pre-conven- 
tion meeting June 5. A new feature 
will be the first meeting of a newly 
organized past president’s council. 


Addresses Milwaukee Agents 


MILWAUKEE—C. Carney Smith, 
general agent for Mutual Benefit Life 
at Washington D. C., spoke on “This 
Is Your Business” at the April lunch- 
eon meeting of Milwaukee Assn. of 
Life Underwriters. The group had 
designated the meeting ‘Cashiers’ 
Day” and invited cashiers of various 
agencies as guests. 

Herbert L. Engel, association presi- 
dent, announced that Commissioner 
Rogan will schedule two examinations 
each month in Milwaukee instead of 
one, in compliance with a request of 
the life advisory board. Prospective 
agents will have a choice of taking the 
state examination on the first or third 
Saturday each month. 


There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions .. . 
Level A&H Renewals 


@ No Branch Offices 
To Compete With You 


@ Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 


@ Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept. J 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 


North 


FOUNDED 1886 
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YOU Can Start a Chain Reaction of Sales . . . 


by Joining the March to N.A.A.1.C.* 
Your future with this company can grow . . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and AcH! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 





American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE + ACCIDENT+ HEALTH 
209 SOUTH LASALLE STREET + CHICAGO 4, ILLINOIS 








INSURANCE COMPANY 
Home Office: PORTLAND, OREGON 








Again, the Standard agents find themselves at the head of 
the parade with a progressive policy package that protects 
the policyowner’s future earnings four ways! 


SERVING CALIFORNIA, OREGON, WASHINGTON, IDAHO, UTAH AND HAWAII 


Standard | ~ 


..-alow-cost plan 
that insures a gainst 
loss of income from 





accident, sickness, 
retirement, death. 


e ACCIDENT « SICKNESS 
Individual and Group 
Established 1906 
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R&S INSURANCE PRINTING 


POLICIES: Life > Accident & Health 
Fire & Casualty—all lines 


MANUALS: All types 


OTHER: Annual & Special Reports 
Advertising Literature - Office Forms 


For full information and quotations write Dept. NL 


RECORDING & STATISTICAL CORPORATION 
176 Broadway *« New York 38, N. Y. 
CHICAGO 6, ILL., 223 W. Jackson Bivd., HArrison 7-7357 
? e TORONTO 2B, CANADA, 650 King Street West, EMpire 2-3257 
ES: SOME PRINTING PLANTS: Danville, Illinois * Boston * Toronto 


DES MOINES, IOWA, 3119 Victoria Drive, BLackburn 5-1622 
*Printers to the insurance industry for more than 40 years 


SALES 
OFFICES: 


MINNEAPOLIS, MINN., 3841 Drew Ave., South, WAlnut 2-5922 
NEW YORK 38, N. Y., 176 Broadway, BEekman 3-4434 
ORANGE, CAL., 359 N. Maplewood St., KEllogg 2-1162 





at the half century mark... 


muroiucine om ALL NEW 
FAMILY 
PLAN 


* One policy 
*% One premium 








The ideal plan for building a program of family pro- 
tection and security. 


A valuable addition to any existing insurance program. 


For New Families 


For Established Families 





Reap the rewards of WNL’s complete line of top-rated policies while you 
enjoy the security and opportunity of WNL’s liberal agent benefit pro- 
gram that includes: 

(a) Retirement Income Pension Plan for WNL Agents 

(b) Group Life Insurance for WNL Agents 

(c) Major Medical Disability Plan for WNL Agents 

(d) Attractive agent contracts including liberal 

renewals .. . lifetime service fees! 

If you’re interested in further information concerning an agency connec- 
tion with this fast-growing vigorous company, write to L. B. Van Treese, 
Vice President and Director of Agencies. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


Home Office: OSHKOSH, WISCONSIN 


GENERAL AGENCY OPENINGS IN WISCONSIN, MICHIGAN, 
ILLINOIS, INDIANA and MINNESOTA 
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Home Office Changes 


charge of agencies, who has 

Western & Southern granted a disability leave of shone 

Ten men have Mr. Cecil joined West Coast Life jin 
been named in the the Philippine Islands in 1930 and was 
home office of made manager at Manila in 1935 
Western & South- From 1946 to 1952 he was manage 
ern: George R. at Los Angeles. 
Keiser, vice-presi- i 
dent for ouenmaees Prudential 
in the home office; James A. Carlton has been advan 
Otto G. Dollries, to training consultant at the Western 
auditor; Alfred P. home office of Prudential. Formerly a 
Shepherd, 2nd staff manager at Fullerton, Cal., dis- 
v ic e-president, trict agency, he joined the company 
stock and bond in- jin 1951 as agent in Beverly Hills 
vestments; George Cal, becoming a staff manager at 
E. Biesack, 2nd santa Ana four years later. When the 
v ic e-president, Fullerton office was created last year 
—e depart- he transferred there. 
ment; 
J. J. Diersing, 2nd _ vice-president, MICHIGAN LIFE—Harlow E. Willis 
weekly premium department; Kenneth has been elected vice-president for 
W. Smith, assistant comptroller, data agencies. He has been superintendent 
processing; Harry Werner, assistant to of agencies since 1944, and was pro. 

. moted to 2nd vice-president later, 





G. R. Keiser 











“a Several Advanced 
«ye AtK.C. Life HO 


j Kansas City Life created a number 
of new executive positions and made 
several administrative appointments 
at the recent annual board meeting 
at the home ofice. 

J. A. Budinger, formerly 
president and actuary, 





a_vice- 
was elected 


O. G. Dollries 


A. P. Shepherd 


executive vice-president, a _ newly 
the vice-president, regional office op- created post. 
erations; William T. White, assistant Elected to another newly created 


home office 


to the vice-president, post—counsel—was Ray B. Lucas. Mr. 


Lucas is known throughout the legal 
and insurance fields both in corporate 
and regulatory capacities. He contin- 
ues as senior legal officer. D .W. Gil- 
more, was elected vice-president and 





counsel. He formerly was_ associate 
general counsel. Joseph R. Stewart, 
also formerly associate general coun- 
sel, was elected general counsel. 
James Langston, formerly assistant 
general counsel, was elected associate 
counsel. Four men were named as- 
2 sistant vice-presidents: O. D. Welch, 
G. E. Biesack formerly an assistant secretary; R. 
operations; John Donovan, manager, Carl Bacchus, formerly director of city 
ordinary new business division; and loans; Walter E. Bixby Jr., agency 
Jack Droege, manager, field accounting department; and Harland W. Farrar, 
division. formerly director of field training. The 
position of assistant vice-president is 
also new to the executive structure. 

Earl C. Ashurst, formerly supervisor 
farm mortgage department, and Wil- 
liam G. Dibos, formerly a supervisor 
in policyholders service department, 
were named assistant secretaries. Bush 
W. Hensley formerly a regional agency 
supervisor, was appointed an assistant 
superintendent of agencies to be in 
charge of northeastern sales territory. 

Appointed to the newly created post 
of stock transfer agent was John Sal- 
ash, who has been secretary to J. L. 
Batchler, vice-president and secretary. 
All other officers were reelected. 

A quarterly dividend of $2 per share 
payable April 7, 1958, to stockholders 


surance business in 1941 with Aetna Of record at April 3, 1958, was 
Life. Following World War II he was eclared. 

with Ooccidental of California and Bure 

prior to formation of the insurance 
consulting firm which he headed he 
was with the New York Life. 

Mr. Lemley is a guest consultant to 
Purdue University, lecturing on nego- 
tiated pension, health and welfare 
plans. 


West Coast Life 
Robert E. Cecil has been appointed 





J. J. Diersing 


Pan American 


Pan-American has set up a new 
pension department, formerly a part 


of the group and 


pension depart- 
ment. 
~ i 
—7 


J. Merle Lemley 
has been named 
executive director. 
He joined Pan- 
American in 1957 
as director of the 
pension section of 
the group and pen- 
sion department. 
Prior to that he 
was a founder and 
president of Pen- 
sion & Group Con- 
sultants, Inc., in- 





J. Merle Lemley 


Vote To Increase Stock 
Stockholders of Home State Life of 
Oklahoma City have approved an In- 
crease in capital stock from 68,000 to 
100,000 shares at $10 par value. Direc- 
tors have declared a 2% dividend 
which will result in issuance of 1,360 
shares of $10 par value stock, increas- 








First Legal Reserve Stock Life Insurance Company Incorporated in Wisconsin. 


ing the outstanding shares to 69,360 


manager of agencies. He _ replaces 
and capital stock to $693,600. 


William L. Hardy, vice-president in 
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State Life Of Indianapolis 
Adds Two New Policies 


State Life of Indianapolis, has is- 
sued two new policies, a family policy 
and select whole life policy. 

The family plan provides perma- 
nent insurance for the father and term 
for the wife and children. All children 
over 14 days and under 21 years are 
covered. Additional children are auto- 
matically covered without increase in 
cost. The policy is issued primarily in 
ynits of $5,000. Premium cost is slight- 
ly over $1 per thousand more than 
the company’s regular whole life poli- 


cies. ; 
The other plan was designed for 
executive-type risks and is issued in 
units of $25,000. At age 35, annual 
remium for a single unit is $120 less 
than the annual premium for a regu- 
lar whole life policy in the same 


amount 


Variable Annuity Life 


Has $620,952 Assets 


« WASHINGTON—Variable Annuity 
Life of Washington had $620,952 in 
assets at Dec. 31. Assets consisted of 
$284,879 in equity-type securities, of 
which $134,730 were _ convertible 
ponds, $64,479 convertible preferred 
stocks and $85,670 common stocks. 
Fixed-dollar securities included $208,- 
390 in government bonds (the re- 
quired deposit with the District of 
Columbia insurance department) and 
U. S. government certificates in the 
amount $80,080 awaiting suitable 
equity investment. The remaining 
miscellaneous assets, $47,603, were di- 
vided between $39,209 in cash and 
$8,394 in other admitted assets. The 
company has $200,000 in capital and 
$308,000 in unassigned surplus. Policy 
reserves total $92,680. 


R. L. Kellock, has been appointed 
a director of North American Life of 
Canada. Mr. Kellock is a member of 
the law firm of Blake, Cassels & Gray- 
don of Toronto. 
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O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 














g CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGY:AASSOCIATES 
ONE NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 













service Guide» 














ACTUARIAL COMPUTING 
SERVICE, INC. 


4 1389 Peachtree Street, 


P.O. Box 6192, Tel. 








N. E., Atlanta 8, Georgia, 


TRinity 5-6727. 





LIFE INSURANCE EDITION 


Parley Echoes Response To Public Demand 


(CONTINUED FROM PAGE 1) 


each policy does not cover, as well as 
what it covers. 

—Capitalize on the public relations 
potential of the field force. 

—Give authority to the field force 
commensurate with the field under- 
writing responsibilities the field force 
may be expected to assume. 

—Keep the field informed about 
the performance of the business as a 
whole, as well as about company and 
institutional public relations efforts. 

—Develop policies to meet the needs 
and pocketbooks of the majority of the 
people. 

Featured on Monday afternoon was 
a panel on public relations which was 
quizzed on a number of points in 
regard to legislation, adequate cover- 
ages for the aged and the desirability 
of extension of coverages. Taking part 
in the discussion were Robert R. Neal, 
general manager Health Insurance 
Assn.; James R. Williams, vice-presi- 
dent Health Insurance Institute; John 
W. Sayler, vice-president of sales, 
Business Men’s Assurance; and 
William E. North, New York Life, 
Evanston, Ill. Robert W. Osler, vice- 
president of Rough Notes Co., was the 
moderator. 


Osler Asks Questions 


Major questions asked by Mr. Osler 
and the abridged answers follow. 

In your observation, just how effec- 
tive a job of public relations with 
legislators is being done at state level? 

Neal: I do not believe that the 
solution to legislative problems lies in 
the direction of a public relations pro- 
gram aimed at legislators. I think that 
public relations has to be with the 
public generally and that legislators 
only reflect public demand. Therefore, 
if you are understood by the public, 
you will have no problem with legis- 
lators. 

What kind of legislative public 
relations would you say has any 
chance of stopping the progress toward 
full-scale medical-hospital coverage 
under social security? 

Neal: Public relations is only half the 
problem. It is, of course, necessary 
that the public understand and be 
encouraged to participate in the vol- 
untary system and it is here that the 
real public relations effort must lie. 
The corollary to that, however, is for 
the voluntary system itself to increase 
its capacity to perform the task pre- 
sently being advocated for the social 
security program. When that is accom- 
plished, there will be less pressure 
the business who may not know its 


Discusses Standard A&S Policy 


One of the legislators on the Indiana 
investigating committee ... has sev- 
eral times proposed standard A&S 
policies just as we have standard fire 
policies . . Do you consider such 
legislation advantageous, and have you 
heard of any other sentiment for it? 

Neal: The proposal for standard 
A&S policies similar to those in the 
fire and casualty field, is not new. 
To those not completely familiar with 
the business and who may not know its 
growth has come though active and in- 
tense competition, the idea of a stand- 
ard form policy is likely to be jumped 
at as seeming to be a ready answer to 
some of the alleged ills of the business. 
The standard policy, however, is not 
an answer in the A&S field. Human 
beings differ where material things 
tend to be alike. For example, if two 


buildings catch fire, it can be deter- 
mined immediately that the loss to 
one was 40% and to the other 50%, 
but if two individuals break an arm, 
or contract pneumonia, they may have 
a totally different experience as to the 
duration of their disability and the 
expense involved. This is perhaps an 
oversimplification of the problem, but 
it demonstrates that a competitive 
system, with its inherent flexibility as 
to the coverage available to human 
beings, continues to be the heart of 
the voluntary system. 

In the last Republican-controlled 
Congress, Rep. Wolvertine introduced 
a bill to subsidize service-type hospi- 
tal-medical plans. This would mean, 
of course, government subsidy for the 
Blue plans, which could be, in turn, the 
back-door entrance to socialized health 
insurance. 

Have you uncovered any further 
interest in this approach, or has it 
been decided to concentrate on the 
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Oklahoma Department 


Appoints Allen, Green 


Robert D. Allen has been named 
first assistant insurance commissioner 
by the Oklahoma department. He suc- 
ceeds Jack W. Lawter, who resigned to 
assume presidency of Commonwealth 
Life of Tulsa. Mr. Allen has been on 
the staff since December. 

James W. Green, who will graduate 
from University of Oklahoma in June, 
has been appointed claims analyst. 





front-door approach through social 
security? 
Neal: There is no particular or 


special effort at this time to gain 
support for legislation to subsidize 
service-type hospital-medical plans 
which would constitute a back-door 
entrance into socialized health insur- 
ance and there does not appear to be 
any special emphasis on the more 
direct approach, such as a national 
health plan as was advocated in the 
old Wagner-Murray-Dingle bill. It 
seems to me that for the immediate 
future the primary effort will be to 
concentrate on expansion of the social 
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security system, which incidentally is 
a back-door or piece-meal approach. 
With the introduction of the Forand 
bill, in the House of Representatives, 
the curtain has been raised on this 
mechanism and I think we will see 
a number of bills in future sessions 
which seek to expand this approach. 
This is, of course, tied directly to the 
question of how to provide adequate 
care for those 65 or older, and squarely 
presents the voluntary system with a 
challenge to accelerate its efforts in 
this area. A good job is being done 
presently and substantial progress is 
being made. However, our program 
does need to be accelerated. 

What is the public relations effect 
to the Forand, Metcalf, and other 
legislative attempts to regulate com- 
pany practices and coverages? 

Neal: I have answered this in part 


HieNATIONAL UNDERWRITER 


earlier. The first task is for the 
voluntary system to expand its capac- 
ity to provide care for those past 65 
and then for the public to understand 
that this coverage is available through 
the voluntary process. When that is 
accomplished, it seems to me there 
will no longer be any political attrac- 
tion for legislation such as that advo- 
cated in the Forand bill in the House 
of Representatives, or the legislation 
advocated by Sen. Metcalf in New 
York. 

What can be done to instill in the 
life-trained man who goes into A&S 
a sense of responsibility that will lead 
him to do field underwriting on his 
A&S cases—or maybe the question 
should be dual: What is being done 
and what should be done? 

North: I do not deny there may be 
in our business, precisely as in every 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries —Insurance Accountants 
Pension Consultants 
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Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 
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Ill. A&H Assn. Lists Sales Congress Card 


The annual sales congress sponsored 
by Illinois Assn. of A&H Underwriters 
May 7 will be a main-line event of 
Illinois A&H Insurance Week, recent- 
ly proclaimed by Gov. Stratton May 
4-11. 

The association’s meeting, to be held 
at the Prudential building, Chicago, 
will hear the following speakers: 

Commissioner Gerber; Alex Dreier 
NBC newscaster; John Palmer of 
Robert Palmer & Associates advertis- 
ing; Gail Shoup, Grand Rapids, Mich., 


IAAHU vice-president and member. 
ship chairman; Chet Elson, Mutual 
of Omaha, Des Moines; Edward E 
Mack Jr., Mack & Parker, Chicago: 
Edward O’Connor, managing director 
Insurance Economics Society; William 
Lees, manager special risks depart. 
ment Continental Casualty; Jay De 
Young, De Young & Associates, Oak 
Park, Ill, and comptroller IAAHY. 
Roy Davis, Illinois Mutual Life 
Casualty, and Louis Ricci, Duncan 
agency, La Salle, Ill. 





other business and_ profession—and 
I make not one single exception—a 
“fringe” group which may not observe 
either the moral or legal codes of 
prescribed conduct. You can neither 
buy nor legislate morals. 

The vast proportion of agents are 
loyal and conscientious business people 
of integrity. However, they offer the 
public that line of policy contracts 
their companies offer for sale, “good, 
bad, or indifferent’ as the case may 
be. A superior salesman often sells 
an inferior policy in competition with 
a less skillful agent offering a superior 
one. 


Tends To Indict Agent 


When the inferior contract fails to 
deliver in a given case, even though 
every condition in it has been techni- 
cally met, the insured tends to indict 
the agent; largely, I believe, because 
he is more accessible. Countless com- 
plaints are met at the field level, 
companies often escaping all, or most 
of the criticism, because a dependable 
agent is willing to defend his company 
against criticism even when he knows 
its actions may be questionable. 

Is the average agent aware of the 
public relations and legislative activi- 
ties carried on by Mr. Neal’s and Mr. 
William’s organizations. Do they know 
of the activities of the business in 
relation to liaison with health-care 
professionals? Are they aware of 
federal and state legislative proposals? 

North: The field is a vital part of 
the health insurance industry. Without 
it there would be very little personal 
disability insurance, of any type, in 
force. 

Recently we ran a little survey in 
our branch .. . and, believe it or not, 
not one among our associates had the 
slightest idea about the work of the 
HIA and HII. The vast majority 
stated they never heard of either 
organization. On the other hand, 
everyone was familiar with and had 
praise for the work of the Institute 
of Life Insurance. 


Has Been Overlooked 


It seems to me the time is long past 
when the field should be brought more 
prominently into the picture. It has 
been overlooked too long and with far 
reaching negative results. 

I see that NALU intends to consider 
the question of recommending that 
Blue plans across the country be 
brought under the various insurance 
departments to the same degree that 
orthodox insurance companies are. 
How do you appraise the public rela- 
tions effect of this latest effort? 

North: Specifically, it’s generally 
believed those medical plans should be 
under the same supervision of the 
insurance department of the state in 
which they operate as are the insur- 
ance companies. They should, standing 
the periodic inspections to which the 
insurance companies are _ subjected, 
pay premium taxes the same as those 
imposed on the companies with which 


they compete. It is believed, that in 
fairness, their field force should qualify 
to be licensed and subjected to the 
basic laws under which A&S under. 
writers operate. It is also contendeg 
they should be subject to the same 
severe rules in advertising as those 
imposed on the companies. We object 
to the inference that these are the 
only plans offered on a “not for profit” 
basis or are “the hospitals’ own plans,” 
both examples of misleading and un- 
fair publicity. We believe these associ- 
ations have a moral duty to help the 
public understand the difference be- 
tween a medical or hospital “pre- 
payment plan” and aé contract of 
insurance. Only then can the prospec- 
tive client choose his carrier wisely. 


Tendency To Look Down On A&S 


I have long observed a distinct 
tendency for the established life agent 
to “look down” on A&S as an inferior 
form of insurance . .. What are agen- 
cy management men doing to correct 
this attitude on the part of their 
agents—or what should they be doing? 

North: This situation has undergone 
a marked change during the last 
several years. We’ve observed it in 
connection with our NALU A&s§ act- 
ivities at national, state, and_ local 
levels. Even now there are those few 
who try to justify their failure to 
write A&S by deprecating the value 
of disability insurance; doubtless, there 
will be some among this group who 
will never be willing to accept this 
broader concept. However, we find 
little difficulty in interesting progres- 
sive underwriters in the importance 
of A&S coverage, particularly income 
replacement} and also as a part of their 
family protection programs. 


Still Much To Be Done 


There is still much to be done in 
the way of training agents to see their 
complete responsibility in family, fi- 
nancial planning. Company training 
could help through increasing em- 
phasis on income continuance by the 
use of A&S, while at the same time 
decreasing the emphasis on “package” 
A&S sales. Home offices could afford 
to be more aggressive in their promo- 
tion of this concept. 

Is there hope that over-age coverage 
will develop fast enough to prove to 
the unions, public and Congress that 
there is some way other than social- 
ization? 

Sayler: It is important for the in- 
dustry to continue to make every 
possible effort to meet the problem 
of providing adequate coverage for the 
aged. As a result of the progress being 
made in this direction, I believe there 
is every reason to feel that it will be 
met. 

In connection with insurance for 
older citizens, it is recognized they may 
be hospitalized more frequently and 
for longer periods than younger people. 
Also it is recognized in. selecting these 
risks, we must be more liberal in our 
interpretation of certain medical his- 
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Editorial 


AeNATIONAL UNDERWRITER 


Comment 


A New Pattern In Stock Dividends? 


In his annual report to stockholders, 
President Guilford Dudley Jr. said, re- 
garding Life & Casualty company’s 
future dividend policy, “In the future 
the management of the company 
plans to recommend to the directors 
and stockholders that an annual stock 
dividend of approximately 5% be de- 
clared, rather than a periodic increase 
in capital structure, based on only one 
year’s operation. This, we feel is a 
sounder policy in an industry whose 
gains can only be accurately account- 
ed for over a long period of years, 
rather than in any one year.” 

This decision on the part of Life & 
Casualty may indicate a developing 
trend. Last year Franklin Life an- 
nounced its intention to pay a stock 
dividend of 5% annually, in addition 
to a cash dividend. Recently, Life of 
Virginia told stockholders it will pay 
a 4% annual stock dividend and con- 
tinue the same cash distribution. For 
several years Lincoln Income Life of 
Louisville has paid 10% in addition 
to its regular cash dividend. 


Needed Extension Of 


The observations that President 
Fredric W. Ecker of Metropolitan Life 
made on the value and secure place 
of the debit system in selling life 
insurance open up some interesting 
speculations on the possible expansion 
of the debit system even while weekly 
premium life insurance is declining 
in volume because so many more peo- 
ple can now afford to pay premiums 
less frequently than weekly. 

Mr. Ecker pointed out that half of 
all life policyholders in the United 
States and Canada have their insur- 
ance on a debit basis. The obvious 
question is, What about the other half? 
Of course, the other half includes the 
policyholder with a sufficiently large 
insurance program so he is assured of 
being well taken care of as a client 
by some alert agent. But this non-debit 
half also includes the millions of pol- 
icyholders whose life insurance service 
is on a decidedly hit-or-miss basis. 
The man with 10 policies in 10 com- 
panies written by 10 agents falls in 
this category. 

If life insurance is as essential as 
everybody knows it is, then it seems 
as if the life insurance business should 
feel a decidedly uneasy consciousness 
of having inadequately fulfilled its 
responsibility toward these millions of 
policyholders, to say nothing of having 
missed out on a lot of sales. 

Half a century or so ago when the 
per-capita holdings of life insurance 
were relatively small and_ public 
awareness of the essential place of 
life insurance was not very well fixed, 
the hit-or-miss system of selling was 
probably the only feasible one to 
fol ow. 

loday, however, the _ hit-or-miss 
system doesn’t seem to be producing 
the continuous blanket of coverage 
that should exist. That is, some per- 


In the past, companies that have 
made it a practice to pay stock divi- 
dends have done so at periods ranging 
usually from three to five years. This 
policy has permitted them to accumu- 
late a surplus of sufficient size, and 
then to transfer a portion of it to 
capital in the form of a stock dividend. 
In following this plan they have ac- 
cumulated the amount of the stock 
dividend before declaring it, and so 
such companies have paid 20, 25, 3314, 
50 or even 100% as stock dividends. 

Perhaps the practice of declaring 
about 5% a year may be regarded as 
more conservative, or it may be felt 
that such a policy will be more satis- 
fying to stockholders, than one which 
requires the stockholder to wait sev- 
eral years before participating in a 
stock distribution. It will be interest- 
ing to see whether some other life 
companies will decide to declare small- 
er stock dividends in the future but 
distribute them on an annual basis in- 
stead of at longer intervals—Howard 
J. Burridge 


The Debit System 


sons, by reason of their positions or 
some recent happening like getting 
married, having a baby, buying a 
house or getting a better job, are 
targets for a considerable number of 
agents apiece. At the same time, others 
who may need life insurance just as 
badly are rarely if ever asked to buy 
it. 

Possibly this is due in part to the 
great advances in prospecting systems 
and the exchange of information 
among companies on the best ways to 
locate prospects and particularly the 
“up-grading” of prospects. The result 
is an inordinate number of agents 
going after the just-married group, the 
just-promoted group, or the _ just- 
bought-a-new-house group. 

Moreover, because of the “up-grad- 
ing” emphasis, the prospect who is 
between the debit-client economic 
level and the earning level that the 
agents are trying to up-grade them- 
selves to becomes the forgotten man 
in life insurance selling. 

This is not the first time we have 
made this suggestion but we are 
encouraged by Mr. Ecker’s remarks to 
make it again: Why shouldn’t all life 
companies operating in a given area 
take joint responsibility for seeing that 
everybody is canvassed for life insur- 
ance at least once a year? This could 
best be done on a sort of cooperative 
debit system, with certain agents being 
responsible for certain specified areas. 
Doubtless there would have to be some 
way provided so agents having clients 
in those areas could take the respon- 
sibility for seeing them. 

Perhaps such an activity could best 
be handled by being concentrated in a 
specified period—such as one month 
of the year. This plan would lend itself 
better to promotion through advertis- 
ing and publicity and quite likely gain 


additional recognition for life insurance 
and its service that could be obtained 
in no other way. 

Unfortunately, too many people who 
faithfully pay their premiums year 
after year are unaware of the desira- 
bility of having their insurance pro- 
grams looked over by an expert so as 
to adapt it to changed conditions. If 
the importance of this could be 
emphasized through publicity and ad- 
vertising, the activity of “Life Insur- 
ance Month” could be made more 
effective through the greater recep- 
tiveness of those being called on and 
might even induce some policyholders 
to get in touch with their agents 
voluntarily.—R.B.M. 


Deaths 


LEONARD L. LENZ, 58, Connecticut 
Mutual, past president of Columbus, 
O., General Agents & Managers Assn. 
and Life Underwriters Assn., died in 
Grant hospital there. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St. Chicago, April 15, 1958 






































Bid Asked 
Aetna Life 180 185 
Beneficial Standard  ..........cccsee 13% 144% 
Business Men’s Assurance 6212 65 
Cal.-Western States occ 852 
Columbian National ... 73 
Commonwealth Life ....... 20 
Connecticut General 242 
Continental Assurance . 123 
Franklin Life ............... 6812 
Great Southern Life ..... 75 
Gulf Life 22 
Jefferson Standard  ..........cce 73 
Kansas City Life ........... 1275 
Liberty National Life 28% 
Life & Casualty ........... 1842 
Life of Virginia ......... 92 
Lincoln National Life .. 185 
National L. & A. ...0........ 78 80 
North American, III. 174 184 
N. W. National Life ...... 76 78 
Ohio State Life ........ 200 215 
Old Line Life ......... 42 45 
Republic Natl. Life 40 42 
Southland Life .............. 77 82 
Southwestern Life .0.........:.ccccccseee 98 102 
Travelers 752 7612 
United, II. 23 24 
U. S. Life 2912 31 
West Coast Life ............... 33 3414 
Wisconsin National Life 61 65 





Milwaukee A&H Men Meet 


How the insurance agent can assist 
the physician, the hospital and the 
insurance company in providing max- 
imum services to the community was 
discussed by a panel at the April 
meeting of A&H Underwriters of Mil- 
waukee. Thomas E. Callahan, former 
president of International Assn. of 
A&H Underwriters, was the moderator. 
Panel members were Carroll S. Lewis, 
vice-president of claims Time; Dr. 
Joseph S. Devitt, Milwaukee physician; 
and S. K. Hummel, administrator of 
Columbia hospital. 





New Missouri Handbook 
Is Published 


A new Underwriters Handbook 
of Missouri has just been published 
by the National Underwriter Co. 
It provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
group and other organizations af- 
filiated with insurance through-out 
the state. Copies may be obtained 
from the National Underwriter Co. 
at 420 East Fourth street, Cincinnati 
2. Price $12.50 each. 
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fice, 420 E. Fourth St., Cincinnati 2, Ohio. 
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peing transacted is important, whether 
it is profitable or unprofitable, what 
fire protection the building has, wheth- 
er the would-be insured has a so-called 
fire record. The moral hazard must be 
examined for the purpose of deciding 
whether in a downturn of the economy 
there would be a temptation to “burn 
out” to the insurance companies. The 
company being offered the business 
must check to see whether it has con- 
siderable other property insured in 
the immediate area. The “housekeep- 
ing” habits of insured are important. 
The amount of the line being offered 
is important, as are the amounts being 
carried on the same risk by other com- 
panies. Often an inspection of the 
property must be made, part of the 
line must be reinsured. 


Fewer Details In Life 


In life insurance the acceptance or 
reiection of a risk involves no such 
burdensome and costly detail. First, 
life companies base their rates on a 
mortality table that has proven de- 
pendable and accurate over a long 
period of years. A medical examina- 
tion is required, of course, and a cred- 
it report is issued. Except for very 
large cases no underwriting difficul- 
ties or “angles” present themselves. 
Life companies are well protected 
against the moral hazard by the suicide 
clause. Thus property company offi- 
cials feel that the complicated under- 
writing paraphernalia that has to be 
set up—the rates, rules, forms man- 
uals, riders, clauses—so characteristic 
of property insurance underwriting 
would not be present in handling life 
insurance applications. The life busi- 
ness is seen by them as comparatively 
simple and uncomplicated. 

Another important attraction that 
the life business has for fire and cas- 
ualty company executives is the earn- 
ings records that have been made by 
all of the representative life compan- 
ies, large, medium and small. It is 
the practice for fire and casualty com- 
panies to have rather large common 
stock investment portfolios. There are 
several reasons for this, but one of 
the most obvious is the necessity for 
the fire and casualty companies to 
have their money invested in liquid 
securities in the event of heavy losses 
or conflagrations. In contrast, life 
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Lite-Fire Affiliation Is Significant 


(CONTINUED FROM PAGE 2) 


companies invest in bonds, mortgages 
and other fixed value securities. Their 
common stock portfolios are negligible. 
Not a few life companies own no 
stock of any kind. The investment 
income of life companies is sure, 
steady and tends to increase each year, 
almost as if by mathematical formula. 
The “net gain from operations” figure 
of the average life company is large 
by comparison with the volume of busi- 
ness done. This feature of a life com- 
pany’s operation is quite naturally re- 
garded with favor by the property 
companies. 

Perhaps the most common miscal- 
culation that has been made by the 
fire and casualty companies that have 
gone into the life business in recent 
years has been the belief that with 
their thousands of agents and brokers 
they could almost immediately get 
most of them into the production of 
life insurance for them. This has not 
been the case. Some of the fire and 
casualty companies have not recog- 
nized that for many years most of 
their agents and brokers who were 
interested in life production have had 
very satisfactory life insurance con- 
nections. They have been doing a life 
business before the recently interested 
property companies thought of having 
a life company. They resist the idea 
of throwing overboard their life com- 
pany connections of many _ years 
standing. They are satisfied with the 
connections they have and cannot be 
persuaded to abandon them overnight. 

Thus the property companies, new 
to life insurance, have been both sur- 
prised and disappointed that their 
agency organizations have not respon- 
ded enthusiastically and in large num- 
bers to their announcements of life 
insurance facilities. They had expected 
a wave of business from their proper- 
ty producers, and for the most part 
have received only a trickle. 


Potential Is There 


It is true that the potential is there, 
and that with the passing of time it 
is logical to believe that a local agent, 
representing a fire and casualty com- 
pany which gives him good service, 
and with which he has been doing 
business over a long period of years, 
will gradually tend to give such a 
company an increasing amount of the 
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should handle general lines as well. 


to write life business only; moderator Harry K. Gutmann, 


New York City, chairman of the agents committee which 
and H. Cochran Fisher, Aetna Life, Washington, D. C., who believes life agents 


Panelists and 
moderator of the 
agents forum on 
multiple-line sell- 
ing at the midyear 
meeting of NALU 
in Birmingham: 
from left, G. Wil- 
liam Blair, general 
insurance agent in 
Birmingham, who 
believes general 
insurance men 
should handle life 
insurance; William 
M. Vaughan, gen- 
eral insurance 
agent in Memphis, 
who believes they 
should not; Harold 
W. Baird, North- 
western Mutual 
Life, New York 
City, who prefers 

Mutual of New York, 
sponsored the forum, 


c 


life insurance he writes. But this is 
quite evidently going to be a gradual 
change, not one that will come quickly. 

What seems not to be realized fully 
is that the fire and casualty company 
going into the life business faces some 
hard and intensive work before a life 
insurance producing agency organiza- 
tion can be established. The mere fact 
that an agent represents a company 
for property insurance does not mean 
that he is going to become a life pro- 
ducer for that company. It is reason- 
able to believe that he will, as time 
goes on, but he will have to be wooed 
and persuaded, told about the facilities 
and advantages, and in most cases 
called upon again and again before he 
may be fully won over to the idea of 
doing all of the insurance business he 
writes with one group of companies. 


Woods agency of Los Angeles (suc- 
cessor to Yates-Woods agency) set a 
new first quarter record for any agen- 
cy of Massachusetts Mutual Life, with 
a paid total of $14,133,717 ordinary 
and $9,520,876 group. General Agent 
Robert L. Woods announced that the 
agency passed the quarter billion of 
ordinary in force mark during March. 
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Submit $27 Million 
In Pan-Am Campaign 


Pan-American Life’s annual presi- 
dent’s month resulted in $27 million 
in submitted business, according to 
Kenneth D. Hamer, vice-president and 
agency director. 

“This means that almost $1.4 mil- 
lion submitted business was produced 
and processed during each working 
day and is a record we are terrifically 
proud of,” he said. 

“Your ability and determination as 
career life insurance men and women 
makes me very proud to be your pres- 
ident,’ President Crawford H. Ellis 
said in congratulating the field force. 

Pan-American now has over $202,- 
260,000 in assets and over $1,060,000,- 
000 of life insurance in force. 


Navarre To Address Buyers 


At its semi-annual dinner meeting 
at Hotel Statler in New York, Ameri- 
can Society of Insurance Management 
will hear Commissioner Joseph A. 
Navarre of Michigan, president of Na- 
tional Assn. of Insurance Commis- 
sioners. 
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EQUITABLE LIFE OF IOWA IN 


From the land of 10,000 lakes. . 
and the far-reaching grazing and 
wheat lands of the Dakotas, come great conrtibu- 


Dairyland .. . 


tions to the nation’s 


the life insurance well-being of citizens of the 
North Central states are these Equitable Life 
of Iowa general agents and their agency asso- 
ciates. We salute them for_a job well done. 
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group experience. 


office staff. 


175 W. Jackson Blvd. 


Exceptional 


GROUP SALES OPPORTUNITY 


in New Orleans 


If you have at least three years of successful group sales experi- 
ence, and are age 35 or under, you will find this managerial 
and sales opportunity well worth investigating. 


The opportunity is a newly established group insurance office in 
the growing business and industrial city of New Orleans. The 
company is one of the nation’s oldest and largest multiple-line 
organizations. A group insurance pioneer, the company ranks 
among the nation’s leaders in both group business volume and 


The man who fills this position should be a college graduate. 
He will begin his new job with a good salary and the assurance 
of future increases based on accomplishments. He will have a 
company car, good working conditions, and the same excellent 
retirement plan and employee benefits available to the home 


The company has enjoyed excellent growth in the past and looks 
forward to continued growth in the future. If your qualifications 
fit the job and your ambitions include personal growth, we 
would like to talk with you. Write in full confidence to: 


Box Z-97 
THE NATIONAL UNDERWRITER CO. 


Chicago 4, Illinois 








2. Married, between ages 28-40; 


W. Jackson Blvd., Chicago 4, Ill. 


AGENCY MANAGER 


One of the nation's oldest and largest life insurance companies has openings in 
several major cities throughout the United States for men who are qualified to 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building large agencies. The requirements are: 

1. Successful experience in agency field management; 


3. College education (or, evidence of its equivalent in the form of CLU Train- 
ing or other professional education). 

The position carries with it a substantial starting salary, depending upon qualifica- 

tions. Supervisory assistance is provided at Company expense. In addition, there 

is an expense account and exceptional pension and group insurance benefits. All 

of our Field Management personnel know of this ad. For a personal interview, 

write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175 








Fine Opportunity for 
Assistant Actuary 
or Actuarial Student 


Midwestern Company with over 350 Million insurance in force writing 
ordinary and accident and sickness insurance. Next field of expansion: 
group life, annuity, accident and sickness. Will consider a graduate 
of a recognized actuarial course or person with equivalent experience. 
Group experience desirable but not required. Salary commensurate 
with qualifications and ability. Excellent prospects for advancement. 
Write, giving salary requirements, to Box A-9, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 





Parley Echoes Response 
To Public Demand 


(CONTINUED FROM PAGE 23) 


unsound for the vast majority of 
insureds? 
Sayler: The salesman may profess 


to recommend what he thinks is best 
for the buyer but it is possible he may 
have been influenced in his sales pre- 
sentation to use the possibility of 
substantial immediate returns from the 
insurance contract as a reason for 
buying. 

Why can’t companies get together 
on one uniform claim form? 

Sayler: Companies do not use stand- 
ardized application blanks, policy con- 
tracts differ substantially in their 
provisions, etc., and it is quite natural 
for this to lead to a multiplicity of 
forms. Where policy benefits differ, it 
is entirely possible that information 
necessary under one policy form to 
know what the claimant should receive 
may not be necessary under another 
policy form. 


Has Prepared Forms 


The uniform forms committee of the 
Council [Health Insurance Council] 
has prepared forms which are designed 
to reduce the volume of paper work 
to a minimum. The medical profession 
will only be satisfied with 100% 
adoption of these forms and the Coun- 
cil is urging full participation by the 
hundreds of companies writing insur- 
ance in this industry-wide effort. 

Is there too much coverage around 
that nobody in his right mind should 
own? Shouldn’t the business as a 
whole be concentrating on convincing 
the public that there is no such thing 
as comprehensive coverage for “pen- 
nies a day?” 

Williams: Perhaps there is a great 
amount of truth in this hypothesis. If 
so, both the institutional groups and 
individual companies must strive to 
make the public appreciate that a per- 
son gets what he pays for and that 
the “pennies a day” coverage provides 
just that much coverage and more. 


Be Sure Buyer Is Informed 


On the other hand, there are some 
who would say that any member of 
the public should have the opportun- 
ity to select just the amount of insur- 
ance he wants or feels he needs. In 
this case, the business should, both 
institutionally and by individual com- 
panies, do everything possible to be 
sure the buyer is an informed buyer— 
to be sure each buyer knows exactly 
the amount of protection he is buying. 

Why don’t HIAA and A&S com- 
panies do institutional advertising di- 
rected at educating the public in qual- 
ity coverage, as opposed to price mer- 








HOME OFFICE TRAINING ASSISTANT 


Large eastern Mutual Life Insurance Company 
has opening for Training Assistant. Successful 
sales experience important. An opportunity in 
Agency Management or home office agency 
supervision. Home Office training will be made 
available to a man who succeeds in this work. 
Our present staff know of .this advertisement. 
Replies will be held in strict confidence. Write 
Box NY-89, c/o The National Underwriter Co., 
Advertising Dept., 17 John St., New York 38, N.Y. 








BRANCH MANAGER WANTED 


Beverly Hills General Agency of major life in- 
surance company desires established life pro- 
ducer to head San Fernando Valley branch of- 
fice. Exceptional management opportunity for 
the right man. Replies held confidential. Write 
Box A-I0, c/o The National Underwriter Co., 
175 W. Jackson Blyd., Chicago 4, Illinois. 











SUCCESSFUL MANAGER 


Presently employed as a Branch Manager de- 
sires general agency appointment with a Non- 
New York Mutual Life Insurance Company for 
Southern California. Write in confidence to Box 
A-12, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Illinois. 





AGENCY ASSISTANT — FLORIDA 


Established Multi-Million Dollar Estate Planning 
Agency needs qualified man with advanced 
underwriting experience to head up Planning 
Department. Salary, Bonus, Commissions. In 
reply give age, experience and qualifications. 
All replies confidential to Box A-I3, The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, Illinois. 
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Mass. Companies Back Math 


Prizes For State Students 


BOSTON—As part of a Continuip, 
program to encourage more outstang: 
ing young men to enter the actyar. 
profession, the Massachusetts lif 
companies are again Sponsoring ; 
ee i among under 
graduates of secondary schools in 4. 
state. : ols in the 

This will be the eighth consee) 
year in which the Mathematies Ch 
of University of Massachusetts h 
conducted a contest and the third 4 
which the Massachusetts companie. 
have acted as sponsors. Last : 


e 
241 students representing 203 ad 
ondary schools competed for $1,000 in 


prizes and various medals and other 
awards. 

This year’s contest will be he : 
3, between 2 and 4 p.m., at 12 pri. 
throughout the state. The total of the 
cash prizes will again be $1,000. The 
examination covers elementary anj 
intermediate algebra, plane geometry 
and plane trigonometry. 

Accompanying the announcement 
material being sent to the secondary 
schools will be the booklet Profes. 
sional Opportunities in Mathematics 
published by Mathematical Assn. of 
America, which includes a description 
of the actuarial profession. 

The sponsoring life companies are 
Berkshire, Boston Mutual, Columbian 
National, John Hancock, Loyal Pro. 
tective, Massachusetts Indemnity 
Massachusetts Mutual, Monarch Life 
New England Life, Paul Revere, and 
State Mutual. 








chandise? Haven’t A&S companies 
been backward about doing any 
amount of public relations advertising 
—or any advertising at all? 

Williams: I would question the as- 
sumption. The voluntary health insur- 
ance business has covered millions of 
people in a short space of time. I be- 
lieve that much of this growth, which 
is continuing today, is not only quan- 
titative, but qualitative as well. 

How much value is there in public- 
ity that stresses how many millions of 
people have A&S coverage—appar- 
ently supposed to prove that private 
insurance is doing the job and the 
government need not take over? Isn't 
this practice akin to citing the mil- 
lions that have life insurance, while 
concealing the fact that in three fam- 
ilies out of four, no member has as 
much as $5,000? 


An Indication Of Development 


Williams: This is an _ important 
point, but it is just one facet in any 
comprehensive public information 
program. The figures we cite, how- 
ever, do help to indicate to people 
that our business is developing and 
maintaining a strong health insurance 
program outside the framework of the 
government. 

Just how strong are the lines of 
communication between agents, com- 
panies, and their associations? 

Williams: Institutionally, the public 
relations instrumentality is young. 
We recognize that we have _ not 
achieved complete understanding and 
appreciation by either field forces or 
home office forces of the program our 
Health Association, Health Council, and 
Health Institute is trying to put 
across. 

We are trying to remedy this situa- 
tion, for we know that the effective- 
ness of our institutional program de- 
pends upon knowledge and _ support 
from everyone in the business. Indi- 
vidual companies can be most helpful, 
it seems to me, in relaying the mes- 
sage of their association efforts to 
their respective field forces. 





foresta 
Il? 
Tod: 
sponsil 
tions li 
Wha 
serve 
work 1 
ficials 
cost m 
Mos 
mind 
the co’ 
List 
replies 


officis 
these: 


Some 


Are 
abuse 
can W 
greate 
cy & 
which 
to ad: 
of ins 
every 
straig 
this “ 

Toc 
what 
belie 

Pe 
publi 
use 
thing 
relati 
togetl 
and 1 
ing. . 
sting 
in lin 
Howe 
watel 
shyin 
insur 
is to 
ing, i 
healt 


Now 


Wi 
offici 

Isn 
whicl 
in lif 
tion 
it wit 





LIFE INSURANCE EDITION 


Public Never Had It So Good: Lobingier 


(CONTINUED FROM PAGE 4) 
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1ck Math 
lents 
continy; 
e outst sponsible for A&S are raising ques- 
1e actuarig) tions like these. 
usetts life What can one company do... to 
Onsoring ; | jrestall regulation on this Charge No. 
ng Under. 11? 
‘Ools in the Today in some companies, those re- 
i or A&S are raisin ues- 
natics ae ee fan iin 
lusetts c What more can our company do to 
he third jn} serve the over-age market? Can we 
companie; | work more with doctors and health of- 
st year, 1. | ficials to support efforts toward lower- 
Sec- } cost means of care for older people? 
T $1,000 inf ~ Most insureds don’t have peace of 
and other mind because they bios na when 
he company may cancel their policy. 
Boye peg to these man-in-the-street 
Otal of the | replies to queries of National Opinion 
51,000. The} Research in New York. The time is 
ntary ang} 1958: 
' Seometry{ Q, “Why don’t you have that insur- 
ance any more?” j 
ouncement A. “It was canceled. It came up for 
et Propet renewal while I was in the hospital. 
ithematin It is the practice of the company, it 
| Assn. of seems, not to renew when you are col- 
description | lecting benefits.” 
Q. “Why don’t you have that in- 
panies are} surance any more?” 
Columbian A. “When I was sick twice in one 
“ice Pro. year, they canceled it. They said I had 
we Tie asthma before and this is not true. If 
vere, and "* illness, I couldn’t pay 
or it. 
—s Strong medicine! Especially when 
is we look at the facts which are that 
companies | there aren’t enough cancellations in a 
oing any} year to worry about 
idvertising What can one company do? Its A&S 
officials may raise questions like 
yn. the as- } these: 
wre. Some Abuse Cancellations 
me. I be-f Are we sure our company does not 
‘th, which} abuse its cancellation privilege? What 
nly quan-} can we do to give buyers who want it 
1. _ | greater peace of mind? Perhaps a poli- 
im public-| cy guaranteed renewable, but on 
nillions of} which the company reserves the right 
€—appar-} to adjust premiums for broad classes 
it private} of insureds. In any case, do we seize 
and the every chance to “set the record 
ver? Isn't} straight” about the lack of validity to 
the mil-} this “cancellation charge?” 
ce, while Too often the policy doesn’t cover 
wree fam-} what the advertising led someone to 
Pr has as} believe. 
Perhaps some of the confusion in the 
ait public mind arises because companies 
use different terms for the same 
mportant things, which suggests that our public 
ot in any relations will be improved, as we get 
loreasiiil together on some standard definitions 
te. ten and more uniformity in policy word- 
wi : people ing. Actually, this charge is losing its 
ping and sting as more and more companies fall 
neal = line behind one or both of the codes. 
rk of However, one development bears 
watching. Many companies seem to be 
ness shying away from advertising health 
ts. com-| MSurance. If the effect of the codes 
4 Is to Scare companies out of advertis- 
;, | ing, it will be a sad day for voluntary 
‘s ba health insurance. 
rhs = Now Is Time To Advertise 
forces or What can one company do? Its A&S 
ram our} officials may raise this question: 
ncil, and Isn’t now the time for our company, 
to put Which has built such a fine reputation 
a In life insurance to throw this reputa- 
is situa- tion behind health insurance, and do 
ffective- | it with advertising? 
ram de- Too often claim payments are de- 
support | layed beyond a reasonable time. Too 
s. Indi- ] often they are denied in whole or in 
helpful, | part, 
he mes- Of complaints made to insurance 
forts to | departments, this is a frequent one. 
The real problem is not unjust denial 
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of claims; there are very few of these. 
The real problem is more often lack 
of understanding by the buyer as to 
what is a fair claim, and what is not. 

What can one company do? Today 
in some companies, those responsible 
for A&S are raising questions like 
these: 

Are we training our agents to make 
the sale well in the first place, to find 
out about pre-existing conditions, to 
explain what the policy covers and 
what it does not cover? Do we give 
the claimant any benefit of the doubt? 
Do we seek reasons for paying rather 
than reasons not to pay on all claims, 
whether for big amounts or little? 
How much of a “marriage” is there 
between claim and agency depart- 
ments? How well do we understand 
each other’s problems? Do we impress 
each agent with the need for fast action 
in helping to see that all information 
is sent in promptly? 

The agent didn’t explain important 
details . . . He sold me and forgot 
me! 


Do What Public Requires 


Too often, we’re forced to admit, 
this charge is true. So, the answer 
here is to get the kind of agent who 
can and will do the job the public 
requires! 

What can one company do? Those 
responsible for A&S may raise ques- 
tions like these: 

In our selection, training, and su- 
pervision of agents, do we have high 
enough standards? Do we train our 
agents to tell the story, straight and 
full? Do we teach our agents to build 
satisfied clients by selling to the needs 
of each person? Do our agents and 
brokers know what’s in our policies? 
Do our compensation plans encourage 
agents to keep in touch with clients? 

So there are six charges—serious 
ones—against our business. They can’t 
be dismissed lightly for they’re heard 
too often. 

Despite all the smoke in these 
charges, I suggest we can go back to 
our premise that when it comes to the 
availability of good health insurance, 
people never had it so good, but I 
would like to offer two “buts’—First: 
But isn’t it possible that a still better 
level of performance is needed by 
each company? Second: But isn’t it 
possible that a still better program of 
public information is needed by each 
company? 


Urges Companywide Action 


Under each of the charges, we sug- 
gested some specific action and much 
of this action is already being taken 
by companies right in this room. How- 
ever, progress must continue. Now as 
a company gears itself for a program 
of putting the public interest first, one 
point seems basic: The program must 
be companywide, which means that 
the approach must be one where 
everyone who has anything to do with 
A&S swears by the HIAA code of 
ethics . .. and where the 9 points of 
this code are used as the acid test to 
govern planning and each day-to-day 
A&sS action. 

But let’s be more specific. 

The company that is really inter- 
ested in curing conditions reflected in 
the public’s charges would recognize 
that no company need necessarily be 
all things to all men, but each compa- 
ny will do what it can, he said. And it 
would reach out consistently for new 
and better ways to serve all insurable 
segments of the public—not just pres- 


ent policyowners. It would move to 
develop policies with a minimum of 
restrictions and maximum of real pro- 
tection. It would, in every case, seek 
reasons for paying claims, rather than 
reasons not to. It would, in every way, 
strive to see that the buyer knows 
what he is buying and what he is not 
buying. 

Now for the second “but”—need for 
imparting information. Our Health In- 
surance Institute is doing a fine job on 
this score but I wonder: Can’t we bring 
in the agents more? Can’t we better 
coordinate the work of our agents and 
the work of the institutional group? 
How many of your agents have ever 
heard of the HII? Further, the In- 
stitute cannot possibly do the whole 
information job. There’s a need today 
for each company to inform its own 
‘publics’ about health insurance. 


Take Mystery Out Of A&S 


In running thru most of the public’s 
charges Mr. Lobingier said there is a 
note of uncertainty about health in- 
surance, what it is and what it’s sup- 
posed to do. “Can we take the mystery 
out of our product?” he asked. 

The answer, he said, was of course 
we can. People want to know about 
their health insurance, and when they 
do have the basic facts, they take more 
pride in what they own and they be- 
come bigger owners, he remarked. 

The best way to do this information 
job is thru agents who daily meet the 
public. By training them to tell the 
story straight and clear—to point out 


some of the why, as well as the what. . 


Also, there are many direct channels 
from the home office. 

The survival of any business, Mr. 
Lobingier said, depends on two things: 
On whether people have need and de- 
sire for its product; on how well that 
business is able to satisfy this need 
and desire. 

“Now we know people will always 
have both need and desire’ for the 
health insurance we offer. No question 
about that. The only question is: Will 
private companies be allowed to con- 
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tinue to offer it? The answer lies, does 
it not, with each individual company 
in its approach to A&S§ selling, in its 
response to charges of the public, in 
its facility in giving people the facts, 
and in its ability to strip the mystery 
from our product and .tell people the 
wonderful story of health insurance.” 

While there are a lot of people who 
can contribute to these ends, in last 
analysis, responsibility for all the ac- 
tion lies with the top agency officer 
for A&S, he declared. He is the key 
man who can guide the performance 
of his company “this year, next year, 
5 years from now so that then we 
may say again, John Public never had 
it so good! 

“Moreover, the agency officer for 
A&S is also the man who can spark 
his company’s program of information 
so that John Public will know and ad- 
mit how good he has it!” Mr. Lo- 
bingier concluded. 


Fraternal Managers 
To Meet In Chicago 


Fraternal Field Managers Assn. will 
hold its annual meeting May 1 at the 
Conrad Hilton hotel in Chicago. Topic 
of the sessions will be “training.” 

Featured speaker will be Henry W. 
Persons, 2nd vice-president Lincoln 
National Life, who will speak on 
“Training Managers.” Other speakers 
will be D. E. Lommen, Lutheran 
Brotherhood; S. W. Sanford, Modern 
Woodmen of America; and M. J. Em- 
erson, Equitable Reserve Association. 


Northwestern National Has Gains 


A 12% increase in ordinary sales 
and a 35% increase in group during 
the first three months of 1958 com- 
pared with the same period of 1957 
were reported by John S. Pillsbury Jr., 
president Northwestern National Life, 
to members of the company’s annual 
leaders conference April 9-12 at Edge- 
water Gulf hotel, Biloxi. Mr. Pillsbury 
also reported that Northwestern’s in- 
surance in force showed a gain of 
$43 million since Dec. 31, 1957. 





Conciliatory Tone Of Treasury Letter Raises Hopes 


(CONTINUED FROM PAGE 1) 


have felt impelled to come out with a 
detailed plan and say, “this is it, and 
it’s what we’re going to fight for.” 
Instead, it offered considerably less 
than a complete plan. 

In one way, this was a disappoint- 
ment to the life insurance industry, 
because life insurance tax experts are 
still in the dark as to what the Treas- 
ury’s idea of a total income plan will 
turn out to be. 

In another way, the industry is re- 
lieved that the Treasury did not spell 
out its plan in detail, because it leaves 
the door open to modifications and 
improvements. The Anderson letter 
embodies two of the industry’s eight 
suggestions that were reported in last 
week’s issue. These are the suggestions 
for dealing with companies using the 
preliminary term valuation basis and 
the suggestion for handling deficiency 
reserves. The Treasury rejected the 
suggestion for disregarding capital 
gains and losses. On the other five it 
did not go into detail but did leave the 
door open for discussion at Cong- 
gressional committee hearings—though 
indicating that the industry had better 
have some pretty compelling reasons 
for its suggested modifications. 

The Treasury letter is not sufficient- 
ly detailed to make it possible to say 
how much in aggregate revenues its 
proposal would raise from the life in- 


surance industry; and, incidentally, 
observers say there is no basis for be- 
lieving the Treasury has any specific 
level in mind, but rather it is seeking 
a basis that will be fair in relation to 
other corporation taxes. 

The Treasury’s main objectives are 
said to be to a fair plan that will be 
permanent, for it is thoroughly fed 
up with battling with the life company 
tax problem every year. Second, it 
wants a basis that will force life 
companies to cut down their surplus 
accounts if they are what the Treasury 
considers too large. The total income 
approach has been criticized as not 
making sufficient allowance for the 
long-term nature of life insurance 
obligations and the consequent need 
for adequate surplus and reserve funds. 
The Anderson letter, however, shows 
an awareness of this need and leaves 
the question open for discussion. 

Some have criticized the Treasury’s 
suggested basis as not allowing enough 
for the high taxes paid by the life 
companies to the states. They point 
out that the application of the corpor- 
ate rate for federal income tax added 
to the state premium tax rate, even 
though the latter is allowed as an 
expense, would make life insurance the 
most highly taxed form of thrift, 
whereas if anything it should get a 
break because of its desirable function. 
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Daniel Coakley, at left, receives the congratulations of New York Life President, C. J. Myers 





New York Life proudly salutes 
Boston's Daniel TH. Coakley 


and a well-deserved salute it is! 


The New York Life Insurance Company is extremely 
proud of Daniel H. Coakley for winning the highest 
honor available to New York Life’s agents through- 
out the United States, Canada, Alaska and Hawaii. 

Dan was top man in 1957 among nearly 7,000 in- 
surance agents representing New York Life—the 
fourth largest life insurance company (in terms of 
assets) and the world’s tenth largest corporation in all 
fields. Our heartiest congratulations to Dan and sin- 
cere thanks to the many Bostonians whose accept- 
ance of New York Life insurance protection has 
made his record possible. 


Dan Coakley’s story is unusual and impressive 


He joined New York Life in 1946 after service in 
World War II. He was attracted by the opportunities 
of the life insurance field and welcomed the challenge 
it offered. With a background of legal education and 
experience, Dan is unusually qualified to analyze the 
tax factors in such complex fields as estate planning 
. and pension programs. This knowledge, along with a 


sound grasp of insurance and a willingness to work, 
accounts for his singular success. He enjoys the confi- 
dence of his clients and the respect of the entire insur- 
ance industry. New York Life greets him as president 
of the Top Club. 

New York Life believes Dan Coakley’s record is 
outstanding. This record is one of service—competent 
service to individuals, families and business enter- 
prises. This high quality of service is an objective 
shared by New York Life agents everywhere. That’s 
why we confidently say, “The New York Life Agent 
in your community is a good man to know.” 


New York Life 


Insurance ®y4e Company 
a1 Madison Avenue, New York 10, N. Y. 
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